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SECTOR 
RE'S  A  NATURAL  LEADER 

Colgate  has  long  been  Britain's  leading  toothpaste. 
And  It  will  soon  be  leading  the  way  to  greater  sales  and  profits  for  you. 
Because  Colgate  Bicarbonate  of  Soda  Formula  looks  set  to  be  the  most  signitica 
launch  in  the  market  this  year. 

Its  £3.5  million  TV  and  marketing  spend  will  make  sure  it's  soon  the  brand  that's 
everybody's  lips. 

So  stock  both  the  50ml  and  100ml  sizes, 
d  let  your  customers  follow  the  leader. 
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IT'S  PROVEN. 

Fixodent  is  the  best  selling  denture  fixative  in  the  US,  simply  because  it's  the  best  denture  adhesive  available. 
And  now  it's  about  to  move  off  your  shelves  just  as  quickly.  From  our  research  we  found  that  90%  of  denture 

YOUR  SHELVES 

wearers  don't  use  an  adhesive  simply  because  they  don't  know  of  the  benefits  of  using  one.  So  with  a  massive 
£1.5  million  TV  campaign,  (easily  more  than  the  total  spent  on  denture  adhesives  in  1993),  we're  about  to  tell 


them.  In  addition  we're  also  sending  out  an  educational  information  pack  to  dentists.  There's  more.  We  have 
500,000  trial  sizes  available  for  your  stores  so  your  customers  can  try  for  themselves.  And  because  our 

PUCE  THIS 

adhesive,  available  in  47g  for  the  cream  (£2.29)  and  30g  for  the  powder  (£1.99),  is  premium  priced,  it  will  mean  jf 
even  more  profits  for  you.  So  make  sure  you  order  plenty  of  stock,  because  you  won't  be  stuck  with  it  for  long,  i 
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Those  in  the  south  east  who  tune  in  to  Meridian  next 
Tuesday  evening  (July  12)  will  be  treated  to  a  iy/)/c/7?-style 
television  analysis  of  the  over  the  counter  service  provided 
by  six  community  pharmacies  in  the  Brighton  area. 
"Customers"  were  sent  in  to  buy,  among  other  items, 
combination  cough/cold  products  and  Triludan  P'orte  (the 
"customer"  in  this  case  an  obviously  pregnant  woman). 
The  outcome  is,  C&D  understands,  depressingly  familiar, 
with  the  "customers"  being  sold  medicines  with  few,  if  any, 
questions  asked  by  pharmacists  or  their  staff.  Pharmacists 
cannot  intervene  in  every  sale,  but  they  can  ensure  counter 
staff  are  trained  to  ask  the  right  questions  and  educate 
them  about  the  medicines  they  are  being  asked  to  sell.  They 
may  soon  have  to,  and  no  bad  thing  it  will  be,  if  the  Royal 
Pharmaceutical  Society  proposals  for  the  qualification  of 
counter  staff  are  adopted. 

The  modus  operandi  oi  bogus  customers  and  the  ethics 
of  such  research  is  open  to  criticism,  but  that  cuts  little  ice 
with  the  lay  public,  who  .see  pharmacies  failing  to  deliver. 
After  all,  the  public  (and  the  researchers)  have  certain 
expectations,  having  been  led  to  believe  by  the  profession's 
own  PR  machine  that  the  pharmacy  is  a  place  with  a 
resident  healthcare  expert  where  they  can  .safely  buy 
medicines  without  a  prescription.  Pharmacists  in  the  UK 
do  not  have  the  complete  monopoly  over  the  sale  of 
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medicines  that  their  counterparts  in  parts  of  Europe  enjoy. 
But  there  are  still  a  substantial  number  of  Pharmacy 
medicines  —  and  they  are  generally  the  most  effective  — 
over  which  they  do  have  sole  rights.  Monopoly  is  a  dirty 
word  in  our  consumer-oriented  society,  and  pharmacists 
can  only  expect  theirs  to  continue  if  they  are  seen  to  provide 
the  supervisory  safeguards  that  justify  its  existence. 

Similar  arguments  can  be  extended  to  mail  order 
dispensing,  a  subject  that  has  been  mentioned  in 
disapproving  tones  much  of  late.  The  NPA  Board  can  see  no 
reason  why  it  might  become  widespread  in  Britain  in  the 
future.  That  might  be  wishful  thinking  since  some 
companies  are  already  believed  to  be  interested.  It  is  not 
illegal,  but  it  certainly  is  not  pharmacy  as  any  right-minded 
pharmacist  would  want  to  practice  it.  However,  mail  order 
has  worked  well  enough  for  appliance  suppliers,  and  if 
pharmaci-sts  cannot  demonstrate  the  value  of  the  personal 
contact  at  the  point  of  supply  then  they  should  not  be 
surprised  if  patients  go  elsewhere  if  the  option  is  provided. 
But  it  would  be  a  real  own  goal  if  a  community  pharmacy 
company,  which  should  be  promoting  the  benefits  of 
shop-based  NHS  services,  moved  into  mail  order.  That 
really  would  undermine  the  credibility  of  its  own 
pharmacy-based  dispensing  services,  and  that  of  others,  in 
the  eyes  of  both  the  public  and  the  government. 
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est  Glamorgan  LPC  gains 
funding  for  domiciliary  visits 


A  domiciliary  visitinj^  scheme  for 
commLinity  pharmacists  is  getting 
under  way  in  West  Glamorgan. 

Following  a  successful  pilot 
project  which  ran  through  three 
pharmacies  last  year,  West  Clam- 
organ  Local  Pharmaceutical 
Committee  has  secured  around 
£19,000  to  expand  the  scheme  to 
all  99  pharmacies  in  the  county. 
The  finance  is  provided  by  West 
Glamorgan  Health  Authority's 
Primary  Care  Development  Fund. 

LPC  secretary  Richard  Griffiths 
is  delighted  that  the  bid  has  been 
successful.  "We  have  invited 
every  pharmacist  to  take  part,  but 
it  is  up  to  individuals  to  see  if  they 
want  to,"  he  says. 

The  initiative  aims  to  help 
elderly,  confused,  special  needs, 
terminally  ill  and  housebound 
patients  comply  with  their  drug 
regime.  Pharmacists  can  provide 
compliance  aids  such  as  mon- 
itored dosage  systems  and  can 
initiate  a  review  of  medication, 
with  the  patient's  GP,  if 
compliance  has  failed. 

CPs  will  refer  patients  to  the 
District  Services  Unit  which  will 
contact  a  nearby  pharmacist  to 
undertake  an  initial  domiciliary 
visit.  This  will  last  around  half  to 
one  hour  and  during  this  time  the 
patient's  need  for  a  compliance 
aid  will  be  assessed.  A  further  two 
supplementary   visits   may  be 


necessary.  Beyond  this,  says  Mr 
Griffiths,  medication  may  need  to 
be  reviewed  by  the  GP. 

"Visits  will  be  up  to  individual 
pharmacists,  but  ideally  if  we  see 
that  there  are  two  to  three 
patients  needing  visits,  then 
locum  cover  will  be  arranged," 
.says  Mr  Griffiths. 


Pharmacists  will  be  paid  an 
initial  fee,  which  will  cover  the 
cost  of  a  locum,  supplementary 
fees  and  a  monthly  fee  for  those 
patients  using  compliance  aids. 
These  will  be  provided  by  the 
Social  Services. 

As  well  as  improving  patient 
care   in  terms  of  medication 


compliance,  the  scheme  will 
ensure  unwanted  medicines  are 
removed  from  the  home  and 
wastage  is  reduced  through 
pharmacist-induced  medication 
reviews.  The  scheme  will  run 
until  the  end  of  March  next  year 
and  will  be  evaluated  by  the 
District  Services  Unit. 


GPs  kick  generic  substitution  into  touch 


The  go-ahead  for  generic  substit- 
ution by  community  pharmacists 
may  have  been  halted  by  GP 
opposition. 

The  Local'Medical  Committees' 
annual  conference  has  instructed 


the  General  Medical  Services 
Committee  of  the  British  Medical 
Association  to  reverse  its  generic 
substitution  policy  {C&D  March 
26,  p500).  This'  decreed  that 
substitution  of  a  branded  drug  by 


Pharmacy  services  satisfy 


Pharmacy  services  in  Argyll  and 
Clyde  meet  with  customer  satis- 
faction, according  to  first  results 
from  a  survey  of  residents. 

A  questionnaire  was  sent  to 
800  people  in  the  area  by  Argyll  & 
Clyde  Health  Council,  asking 
about  things  like  accessibility, 
confidentiality  and  unwanted 
medicines  dispo.sal. 

Expansion  of  pharmacy  services 
was  also  covered,  with  patients 
asked  if  they  wanted  health 
screening,  collection  and  delivery 
services,  and  pregnancy  testing  to 


be  made  available.  Patients  were 
also  asked  to  give  a  general 
service  rating. 

The  chief  officer  at  the  Health 
Council,  Christine  Campbell,  says 
the  survey  was  designed  to  test 
people's  knowledge  of  pharmacy 
and  to  determine  patient  accept- 
ance of  the  changing  role  of 
pharmacies.  "With  primary  care 
targeted  for  expansion  within  the 
NHS,  it  makes  sense  that  this  role 
is  expanded,"  she  says. 

The  full  results  of  the  survey 
are  expected  in  September. 


Tour  de  France  threatens  gridlock  in  Kent 


The  Tour  de  France's  route 
through  Kent  was  due  to  create 
havoc  to  drug  deliveries  last 
Wednesday  as  CiCDwent  to  Press. 

The  consensus  among  whole- 
salers was  "We  are  playing  it  by 
ear",  but  with  many  roads  shut 
for  hours  before  and  after  the 
cyclists  pass  by,  delays  were 


thought  to  be  inevitable. 

Unichem,  for  example,  were 
not  planning  a  morning  delivery, 
while  their  afternoon  run  had  to 
be  put  back.  AAH,  on  the  other 
hand,  were  "trying  something  in 
the  morning". 

Numark  wholesaler  Sangers 
(Maidstone)  were  putting  on  a 


brave  face.  "Our  drivers  will  tiy  to 
get  through  —  if  not  in  the 
morning,  then  in  the  afternoon." 
Nobody  at  Barclays  was  available 
for  comment. 

The  message  was  clear.  The 
only  people  going  anywhere  were 
the  cyclists.  An  alternative  for  the 
delivery  vans,  perhaps? 


I  Pobi'T  -THlMK  HE'S 


its  generic  equivalent  can  occur 
when  a  prescription  is  dispensed, 
unless  the  GP  indicates  otherwise. 

According  to  reports  in  the 
medical  Press,  there  are  fears  that 
this  "ill-conceived"  policy  is 
dangerous  for  patients  as  generic 
control  in  the  UK  is  not  strict 
enough.  Emphasis  should  be  on 
quality,  not  cost-led  prescribing, 
say  LMC  representatives. 

Colette  McCreedy,  head  of 
information  at  the  National 
Pharmaceutical  Association,  says: 
"The  GMSC's  decision  to  allow 
generic  prescribing  was  much 
more  of  a  surprise  than  the 
decision  to  rever.se  it." 

A  spokesman  for  the  Associa- 
tion of  the  British  Pharmaceutical 
Industry  says:  "Their  decision  is  a 
confirmation  that  grass  roots  GPs 
are  dead  against  substitution." 
•  Department  of  Health  guidance 
that  GPs  can  write  private 
prescriptions  for  NHS  patients 
was  also  condemned  at  the 
conference  for  urging  GPs  to 
break  their  terms  of  service. 


NAHAT  offers 
'Innovations 
in  practice' 

Pharmacists  are  being  asked  to 
enter  the  "Innovations  in 
Practice"  award  scheme,  run  b\' 
the  National  Association  of 
Health  Authorities  and  Trusts, 
and  Britdoc,  the  mail  services 
division  of  Hays  pic. 

The  scheme  aims  to  improve 
standards  for  patients  by  devel- 
oping projects  which  produce 
cost  and  time  savings.  These  can 
then  be  redeployed  elsewhere 
within  the  NHS. 

Entry  categories  are:  comm- 
unity care,  primary  care,  health 
authorities  and  NHS  trusts. 
Anyone  working  on  projects 
within  the  NHS  is  eligible. 

Winners  from  each  category 
will  share  grants  totalling 
£15,000  and  the  closing  date  for 
entries  is  April  1,  1995. 

Entw  packs  are  available  from: 
Britdoc,  Innovations  in  Practice, 
Freepost  SL957,  Iver,  Bucks  SLO 
OBR.  Tel:  0753  6306,30. 
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Macara  slams  NHS  reforms 


Medicines 
dispensed  but 
no  pharmacist 

Prescription  Only  Medicines  were 
dispensed  at  a  Wolverhampton 
pharmacy  in  the  absence  of  the 
pharmacist,  Wolverhampton 
magistrates  court  heard  last 
month. 

The  medicines  were  dispensed 
at  David  Meddings  Ltd  in  Penn 
last  August  when  the  owner  was 
away  on  holiday. 

Paul  Shaw,  defending,  said  that 
superintendent  David  Meddings 
had  taken  on  locum  pharmacist, 
Arthur  Stocks,  while  he  was  away. 
But  on  Augu.st  18,  1993,  Mr 
Stocks  (who  has  since  died)  failed 
to  turn  up  when  the  Warstones 
Road  pharmacy  opened  at  9am. 

Mr  Shaw  said  that  dispenser 
Susan  Whitehouse  provided  med- 
icines not  on  the  general  sale  list 
when  presented  with  scripts  by 
two  people  she  knew.  She  was 
subsequently  dismissed. 

The  court  heard  that  the 
offences  came  to  light  when  a 
Pharmaceutical  Society  inspector 
was  sold  Veganin  tablets. 

The  firm  admitted  to  eight 
offences  and  was  fined  a  total  of 
£1,650.  It  was  also  ordered  to  pay 
the  £1,700  costs  of  the  Royal 
Pharmaceutical  Society,  which 
brought  the  charges. 

The  case  has  been  referred  to 
the  Statutory  Committee. 


"There  is  despair  about  the  mood 
of  alienation  and  demorali.sation 
in  the  NHS,"  chairman  of  the 
British  Medical  Association  Dr 
Sandy  Macara  told  delegates  at 
their  annual  conference  this  week. 

In  a  stinging  rebuke  of  the 
Government's  NHS  reforms,  Dr 
Macara  said  the  "huge  national 
experiment  has  failed  them  and 
failed  the  nation". 

Within  the  reforms,  co-opera- 
tion had  been  supplanted  by 


CPPE  soothes 
the  wounds 

Wound  management  is  the  topic 
for  national  discussion  in  the 
Centre  for  Pharmacy  Postgrad- 
uate Education  Autumn  package. 

Assistant  director  Jennifer 
Archer  says:  "We  have  had  so 
many  requests  from  community 
pharmacists  to  develop  their 
skills  in  this  area." 

i'harmacists  can  book  a  place 
at  one  of  110  workshops  running 
between  September  and  Decem- 
ber using  the  brochure  being 
distributed  next  week.  The 
distance  learning  catalogue  will 
be  mailed  .separately  in  August. 
•  Pharmacists  who  are  unable  to 
attend  a  pre-booked  workshop 
are  being  encouraged  to  use  the 
CPPE's  24-hour  an.swering 
machine  to  cancel  their  place. 


commercial  competition  which 
served  a  "pever.se  philo.sophy  of 
winners  and  losers",  he  .said. 

He  likened  treatment  to  a 
"national  and  local  lottery" 
where  business  plans  override 
clinical  priority.  In  the  mean- 
time, misleading  information  is 
peddled  to  distract  patients' 
attention  from  the  real  needs. 

He  reaffirmed  the  BMA  position 
as  a  leader  in  "reforming  the 
reforms,  in  healing  the  wounds..." 


Diet  products 

target  of 
Mahon's  Bill 

Diet  products  would  be  subject  to 
new  regulations  under  a  Private 
Member's  Bill  introduced  in  the 
Commf)ns  last  week  by  Alice 
Mahon,  a  Labour  backbencher. 

She  said  it  would  bring  weight 
lo.ss  pills,  potions  and  patches 
within  the  Medicines  Act.  Attack- 
ing the  "tyranny  of  thinness",  she 
said  90  per  cent  of  women  dieted 
at  .some  time  during  their  lives. 

The  Bill  was  criticised  by 
Michael  Fabricant,  a  Conserv- 
ative backbencher,  who  said  it 
sought  to  restrict  bona  fide 
slimming  products. 

The  Bill,  which  has  virtually  no 
chance  of  becoming  law,  is  due  for  a 
second  reading  on  July  l.'i. 


Nl  figures 

Some  1,437,962  prescriptions 
were  dispensed  in  Northern 
Ireland  during  April  at  a  total 
netcostof  £12,765,666.  The  : 
gross  cost  per  prescription 
was  £9.22  while  the  net 
ingredient  cost  was  £7.61. 

Down's  book 

A  booklet  for  worried  parents 
has  been  produced  by  the 
Down's  Syndrome 
Association,  because  so  much  \ 
commonly  given  advice  is 
ill-informetf.  Topics  covered  in 
"Your  Baby  has  Down's 
Syndrome"  include  the  shock,  , 
anger,  sorrow  and  other 
emotions  a  parent  may  feel, 
the  health  problems  to  expect 
and  the  causes  of  Down's. 
Details  from  081-682  4001. 

Exchange  increased 

A  further  eight  pharmacies 
have  joined  Cornwall  and  the  > 
Isles  of  Scilly's  needle 
exchange  scheme,  to  improve 
the  accessibility  of  the  service 
across  the  region.  Over  2,000 
packs  were  given  out  in  1993. 

Blacklist  update  i 

Advice  on  seven  of  the 

Proposed  blacklist  categories 
as  been  given  to  Health 
Minister  Dr  Brian  Mawhinney 
by  the  Commons  Select 
Committee  on  Health,  says  a 
report  in  last  week's  Pulse.  He 
is  said  to  be  keen  to  publish 
"an  almost  complete  list  of 
the  drugs  to  be  blacked".  Oral 
contraceptives  have  not  been 
discussed  with  the  Health 
Minister. 

Bed  sores 

An  information  leaflet  on 
pressure  sores  for  patients 
and  carers  is  now  available. 
"Your  Guide  to  Pressure 
Sores"  is  available  from  the 
DoH  Literature  Line  on  0800 
555777. 

Dispensing  doctors 

Dispensary  staff  for 
dispensing  doctors  do  not 
require  training  or 
qualifications.  Health  Minister 
Dr  Brian  Mawhinney  has 
confirmed  in  a  written  reply 
to  a  question  from  Labour's 
Shadow  Health  Secretary 
David  Blunkett. 

Transplant  week 

A  study  is  being  conducted  to 
discover  why  many  families 
refuse  to  allow  organs  to  be 
taken  from  their  relatives 
when  they  die.  During 
National  Transplant  Week, 
July  25-31,  people  will  be 
encouraged  to  talk  to  their 
families  about  the  use  of  their 
organs. 

Cosmetic  Ecolabel 

Around  three-quarters  of 
people  surveyed  believe  that  • 
animal  tested  cosmetics  and 
toiletries  should  not  be 
awarded  the  European  Union 
Ecolabel,  says  the  British  i 
Union  for  the  Abolition  of  j 
Vivisection.  The  UK  ! 
Ecolabelling  Board,  however, 
will  award  the  label  to  animal 
tested  products. 
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NPA  Board  seeks  to  allay 
mail  order  medicine  fears 


There  is  no  rea.son  why  mail  order 
dispensing  might  become  wide- 
spread in  Britain  in  the  fore- 
seeable future,  .says  the  National 
Pharmaceutical  Association  after 
its  Board  meeting  last  week. 

Medicines  by  post  are  big 
business  in  the  USA,  and  in 
Europe  experimental  systems  are 
being  set  up  in  Holland  and 
Norway. 

Although  mail  order  pharmacy 
would  be  cost  neutral  under 
existing  UK  arrangements,  it 
might  be  seen  by  patients  as 
having  advantages  of  additional 
confidentiality  and  convenience. 

The  NPA  is  to  approach  its 
counterpart  organisations  in 
other  countries  to  see  if  pointers 
could  be  gained  from  their 
experiences. 

Payment  for  patient  compliance 

The  Board  has  approved  a  doc- 
ument for  u.se  by  pharmacists 
seeking  funding  from  the  Social 
Services  for  medicines  in  ca.ss- 
ettes  for  patients  who  would 
benefit  from  the  .service.  The 
propo.sal  builds  in  relevant  costs 
and  a  protocol  for  good  practice. 
It  is  available  free  of  charge. 
The  Pharmacy  Mutual  In.surance 
Co  PMI  returned  lo  over.ill  profit 


last  year.  There  are  no  plans  for 
an  increase  in  business  insurance 
rates,  although  homes  rates  are 
under  review. 

P«SGPS  membership  Some  130 
new  members  joined  the  Pharm- 
aceutical and  General  Provident 
Society  during  199,3,  while  88 
members  withdrew. 


Third  party  claims  There  was  an 
overall  increase  in  the  number  of 
claims  against  NPA  members' 
third  party  cover  during  1993. 
The  Chemists'  Defence  As.soc- 
iation  was  particularly  concerned 
about  the  ri.se  in  dispensing 
errors  and  avoidable  accidents  in 
and  around  members'  pharmacies. 


l/l/h/ch?  attacks  Boots'  stance 
on  generic  ibuprofen 


After  last  month's  slating  of 
pharmacy  supervision.  Which?  is 
still  focused  on  the  profession. 
This  month  it's  Boots'  turn. 

The  magazine  criticises  the 
company  for  refusing  to  stock 
generic  ibuprofen.  A  researcher 
visited  five  Boots'  stores  to  be  told 
in  every  case  that  Boots  did  not 
stock  generic  ibuprofen.  In  (iO  per 
cent  of  cases,  the  researcher  was 
offered  Nurofen,  marketed  by 
Boots'  subsidiary  company  Crookes 
I  lealthcare. 

Although  Boots'  staff  offered  to 
order  the  generic  equivalent, 
re.searchers  were  told  it  could 
take  two  to  three  days  to  arrive.  In 
contrast,  generic  ibuprofen  was 


easily  available  from  the  five 
independent  pharmacies  visited. 

Pointing  out  the  connection 
between  Boots  and  Crookes 
Healthcare,  the  advice  from 
Which?  is:  "Try  another  chain  or 
an  independent  pharmacy  if  you 
want  cheaper  ibuprofen.  Our 
message  to  Boots  —  give  your 
customers  a  fairer  choice." 

A  Boots'  spokesman  commented 
that  generic  ibuprofen  is  not 
stocked  in  stores  because  there  is 
no  consumer  demand. 

"Generic  ibuprofen  represents 
5  per  cent  of  the  ibuprofen 
market  and  less  than  1  per  cent  of 
the  total  analgesics  market,"  she 
.said. 
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Nothing  like 
a  real 
smacker! 

A  few  years  ago,  I  stocked  a 
range  of  permanent  lipsticks 
called  Colorsport  which,  like 
many  new  products,  initially 
sold  like  hot  cakes,  but  then 
slowly  died  through  lack  of 
support.  This  was  a  shame 
because  it  was  only  a  small 
range  and  was  popular  with 
many  mature  ladies  who 
preferred  the  permanency  of 
the  colour.  The  lipsticks  were 
certainly  not  lightly  marketed 
as  lipstains! 

Recently  I  was  re-introduced 
to  the  range  by  a  new, 
enthusiastic  representative  and 
the  promise  of  a  novel 
marketing  approach.  1  was 
persuaded  to  purchase  a  fairly 
large  quantity  of  a  sale  or 
return  promotional  pack  to 
retail  at  99p.  This  was  to  be 
sold  only  on  production  of  a 
special  coupon  which  was 
being  distributed  door  to  door, 
with  stockists  listed  by  name  in 
local  newspaper  advertising. 

I  have  to  admit  to  a  high 
degree  of  scepticism  over  the 
promised  response  rate,  so  I 
was  cautious  in  my  purchasing. 
Three  repeat  orders  later  I  have 
had  to  eat  my  words.  The 
response  has  been  phenomenal 
and  I  have  sold  literally 
hundreds  of  these  lipsticks. 

By  cosmetic  standards,  the 
profit  on  return  is  poor,  but  if 


only  10  per  cent  of  those  who 
have  .sampled  the  product 
make  return  purchases,  then  I 
will  have  generated 
much-valued  goodwill  and 
Colorsport  will  once  again  have 
established  itself  with  a 
vengeance  on  my  cosmetic 
counter. 

I  look  forward  with  interest 
to  the  inevitable  period  next 
year  when  sales  are  sluggish  to 
see  what  new  innovative 
approach  Colorsport  takes  to 
maintain  its  hard  won  market 
share. 

The 

traditional 
things  in 
life  ... 

Dotty  often  accuses  me  of 
being  a  traditionalist,  which  I 
suppose  is  a  nice  way  of  calling 
me  an  "Old  Fogey".  But  us  Old 
Fogeys  cling  on  like  limpets  to 
old-fashioned  things,  until 
eventually  forced  to  give  way  to 
the  march  of  time  or,  in  the 
case  of  old-fashioned  products 
in  the  shop  which  are 
nevertheless  firm  favourites 
with  my  more  mature 
contemporaries,  continue  to 
stock  them  until  they  are 
discontinued  by  the 
manufacturer. 

1  have  often  mourned  the 
loss  of  these  products,  mostly 
medicinal  remedies,  but  my 
faith  was  restored  this  week 
with  news  from  a  most 
unexpected  quarter.  Mason 
Pearson  have  decided  to 
re-introduce  "by  public 
demand"  their  wooden-backed 
brushes  {C&D  }u\y  2,  p8). 
These  are  the  Rolls-Royces  of 
hairbrushes  and  I  have  always 
had  a  steady  sale  for  them, 
watching  with  interest  as 
succeeding  generations  of 
families  bought  them  for  their 
children  and  grandchildren 
alike. 

Many  years  ago,  when  the 
whole  of  society  "went 
modern",  the  wooden  backs 
were  discontinued  in  favour  of 
plastic,  but  sufficient  of  us  Old 
Fogeys  have  survived  to 
persuade  this  world-renowned 
firm  to  restart  production. 


I  will  certainly  be  at  the 
front  of  the  purchasing  queue 
and  will  take  pride  in  once 
more  selling  a  prestigious 
brush,  and  enjoy  inflicting  one 
small  dent  in  the  fortressed 
ranks  of  bland  uniformity  that 
have  become  the  dominant 
feature  of  our  mass  market 
modernity. 

A  sense  of 
deja  vu 

The  drum  roll  of  extra  services 
never  seems  to  diminish,  but 
however  worthwhile  the 
project,  the  one  universal 
message  is  that  there  will  never 
be  a  penny  more  to  pay  for  my 
extra  time.  Two  more  instances 
surfaced  this  week,  with 
suggestions  that  pharmacists 
should  supervise  the  taking  of 
dailv  doses  of  methadone  by 
addicts  (Cce/;.luly  2,  p6)  and 
that  we  should  also  take  on  the 
responsibility  for  repeat 
prescribing  (CcCD  July  2,  p4). 

I  am  all  in  favour  of  both 
these  suggestions,  as  they  will 
benefit  enormously  both  client 
groups,  but  the  statement  that 
we  are  already  sufficiently  well 
paid  to  supervise  addicts  at 
£3.25  per  dispensing  (£2.14  by 
my  calculations)  once  again 
does  nothing  to  recognise  the 
heavy  responsibilities 
pharmacists  willingly  accept 
every  day  of  their  working 
lives.  I  deal  with  five  registered 
addicts  and  the  £10  I  am  paid 
per  day  to  minister  to  their 
needs  is  money  well  earned.  I 
would  expect  at  least  another 
£1  per  head  before  accepting 
the  additional  job  of 
supervising  the  consumption  of 
each  daily  dose. 

As  for  repeat  prescriptions, 
the  enormously  increased 
workload  necessary  to  properly 
safeguard  patient  safety  and 
confidentiality  would  require  a 
large  injection  of  cash  before  I 
could  realistically  assume  this 
responsibility.  Ideally  that  cash 
would  come  from  the  savings 
achieved  by  the  surgeries  and 
the  resulting  efficiencies  could 
then  improve  funding  to  both 
professions. 

But  I  lost  faith  in  idealism 
long  ago.  As  soon  as  repeat 
prescribing  becomes  a  realistic 
probability,  then  our  more 
commercially-minded  brethren 
will  once  again  offer  their 
services  for  free,  I  will  have  to 
compete,  and  once  again  the 
Treasury  will  become  the 
principal  financial  beneficiary. 


kal 

ECTIONS 


Community 
posts  interest 

Mid-Glamorgan  F'amily  Health 
Services  Authority  has  received  a 
number  of  enquiries  concerning 
its  four  posts  for  part-time 
primary  care  pharmacists  (C&D 
June  18,  pl028). 

Mid-Glamorgan's  FHSA  phar- 
maceutical advisor,  Andrew  Burr, 
says  pharmacists  are  being  given 
a  chance  that  is  unprecedented. 
He  stresses  that  the  positions  can 
be  negotiated  to  suit  and  hopes 
contractors  and  employees  will 
apply. 

Successful  applicants  will  be 
required  to  undertake  a  Diploma 
in  Community  Pharmacy  at  the 
University  of  Wales,  funded  by  the 
Welsh  Office,  as  part  of  the 
Prescribing  Support  Project. 

Candidates  are  expected  to 
"have  demonstrated  a  comm- 
itment to  professional  develop- 
ment". Salary  is  based  on  Grade  D 
hospital  pharmacy  pay  scale, 
although  this  is  negotiable. 

'IQ'  vitamins 
support 

The  controversial  claim  that 
vitamin  supplements  improve  IQ 
in  children  with  deficient  diets 
won  support  from  a  former 
detractor  recently. 

Healthwatch,  a  group  of  UK 
doctors  and  scientists,  which  has 
strongly  opposed  the  connection 
between  vitamins  and  IQ  in  the 
past,  has  reversed  its  stance. 

"There  is  a  connection  bet- 
ween the  taking,  by  some  child- 
ren, of  vitamin  and  mineral 
supplements  and  the  raising  of 
non-verbal  IQ,"  reads  a  Health- 
watch  statement. 

This  is  a  result  of  the  group 
having  to  pay  out  a  four-figure 
sum  libel  settlement  to  Larkhall 
Natural  Health,  manufacturer  of 
Tandem  IQ  vitamins. 

Last  Autumn,  Healthwatch's 
newsletter  stated  that  there  was 
no  connection  between  raised  IQ 
and  children's  vitamin  supple- 
ments. The  organisation  now 
admits  that  comments  made  in 
that  publication  about  Larkhall 
and  its  managing  director,  Dr 
Robert  Woodward,  "were  untrue 
and  defamaton-'". 

Another 
bomb  hoax 

Another  Boots'  store  in  the 
Plymouth  area  has  been  the 
subject  of  a  hoax  bomb  call  (see 
C&Dhme  4,  p929). 

The  call  was  made  on  June  20, 
the  opening  day  of  Boots'  new 
Newton  Abbot  store.  The  building 
was  evacuated,  but  no  bomb  was 
found.  The  anonymous  caller 
claimed  to  be  from  an  animal 
rights  activist  group. 
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Big  brands  for  little  people 


M 


ajor  brands  for  many 
children's  conditions 
are  from  Warner  Wellcome  - 
brands  such  as  Benylin, 
Calpol,  Abidec,  Drapolene 
and  Lyclear.  All  brands 
that  mums  trust  and  can 
be  recommended  with 
confidence. 

Thus,  Warner  Wellcome 
IS  committed  to  providing 
continued  and  comprehensive 
support  and  information 
on  these  brands  to  all  health 
professionals  in  direct 
contact  with  mothers  and 
their  children  -  yourselves, 
doctors,  health  visitors  and 
midwives. 

At  the  same  time,  Warner 
Wellcome  will  be  advertising 
to  consumers  ~  through 
national  media  and  specialist 
baby  publications  -  to  ensure 
they  are  aware  of  these 
brands,  their  reputation  and 
the  conditions  they  treat. 

And  where  to  obtain  them. 
In  the  pharmacy.  Because, 
as  you  know,  mothers  with 
children  are  central  to  your 
business  -  forming  80%  of 
customers  in  the  pharmacy. 
The  more  they  come  to  you, 
the  greater  your  business 
opportunities. 

Warner  Wellcome,  together 
with  you. 


Warner  Wellcome 

CONSUMER  HEALTHCARE 

Strength  and  commitment  together 

Warner  Wellcome  Consumer  Healthcare,  Lambert  Court.  Chestnut  Avenue,  Eastleigh,  Hampsliire.  S053  3ZQ 


i  i 


There's  more  to  Optrex  than  meets  the  eye. 


"■'MATKjN:  Optrex  Lotion  and  Drops:  Solutron  contjining  distilled 
v.'v.  Preserved  with  bcnzalkonmm  chloride  0.005%  w/v  m  a 
'■vi:i.  ni'r.'.:i  ind  bone  acjd  Uses:  For  the  relief  ot  minor  eye  irritations 
■  '  .itmospherc^,  driving  or  close  work.  Dosage  and 

'.•  iki  d  h'.jd  slightly  forv,.)r(j,  apply  the  eye  bath,  'A  full,  and  rock 
11  -.A-:  'Aii  at  least  'A  rniiiute  keeping  the  eye  lid  open.  Use  as  often 
1,  I.-' :,)(;>  ,quirze  1  or  2  drops  into  each  eye.  Contraindications: 


Hypersensitivity  to  any  of  the  ingredients.  Not  suitable  for  use  whilst  wearing  hydrophillic 
(soft)  contact  leneses.  Side  Eflfects:  May  occasionally  cause  hypersensitivity  reactions. 
Packaging  Quantities:  Lotion:  Bottles  containing  110ml  and  300ml.  Drops:  10ml  and 
18ml.  RSP:  Lotion  1 10ml  with  eye  bath  £2.75.  Lotion  1 10ml  £2.35.  Lotion  300ml  with 
eye  bath  £3.99.  Drops  10ml  £2.25.  Drops  18ml  £2.85.  Legal  Category:  Lo/ion:  GSL. 
Dwps:P.  Product  Licence  Number:  Lo//i)».  0062/5000.  Z)ro/>j.  0062/5003.  Product  Licence 
Holder:  Crookes  Healthcare  Ltd.  Nottingham  NG2  3AA  Date  of  Preparation:  April  1993. 


Tlie  vision  of  the  future 


Scriptspecials 


Asacol  foam  enema  —  a 
first  for  ulcerative  colitis 


Asacol  (mesalazine)  is  the  first 
non-steroid  to  be  formulated  as  a 
foam  enema  for  ulcerative  colitis. 
It  combines  clinical  efficacy  with 
a  low  incidence  of  side-eftects. 
according  to  vSmithkline  Beecham. 

Clinical  trials  indicate  it  is  more 
effective  in  treating  ulcerative 
colitis  than  a  steroid  foam,  in  a 
recent  trial  of  2%  patients  with 
active  distal  ulcerative  colitis, 
those  treated  with  Asacol  foam 
enema  (2g  node)  achieved  a 
significantly  higher  remission  rate 
—  52  per  cent  compared  to  31  per 
cent  —  than  those  using  prednis- 
olone foam  (20mg  node).  Clinical 
remission  was  defined  as  <3  stools 
per  day,  with  no  blood  after  a 
period  of  four  weeks. 

The  foam  has  been  shown  to 
spread  up  the  bowel  as  far  as  the 
splenic  flexure  in  most  patients, 
comparable  to  the  spread  seen  with 
100ml  liquid  enema.  Steroid  foam 
enemas  have  been  found  not  to 
spread  beyond  the  rectum  and  the 
sigmoid  colon,  say  SB. 

Patients  are  said  to  prefer  foam 


Britaject  5ml 

Britaject,  a  licensed  apomorphine 
preparation  for  the  management 
of  refractory  motor  fluctuations 
in  Parkinson's  disease,  is  now 
available  in  50mg/5ml  ampoules 
(£79.75  basic  NHS).  Britannia 
Pharmaceuticals.  Tel:  0737 
773741. 

Eprex  syringes 

Cilag  Biotech  are  introducing 
Eprex  (recombinant  human 
erythropoietin)  in  pre-filled 
syringes  to  accompany  the 
existing  vial  presentations.  The 
product  is  indicated  for  the 
treatment  of  anaemia  associated 
with  chronic  renal  failure  in 
paediatric  and  adult  patients  on 
dialysis.  The  syringes  will  be 
available  in  packs  of  six,  each 
containing  l,000iu/0.5ml  (£55.:35 
basic  NHS),  2,000iu/0.5ml  (£108), 
3,000iu/0.3ml  £160.65), 
4,000iu/0.4ml  (£213.30)  and 
10,000iu/lml  (£529.20).  Cilag 
Biotech.  Teh  0494  563541. 

No  credit 

Pharmacists  will  not  be  credited 
for  any  difference  in  the  value  of 
stock  held  of  Otosporin  ear  drops 
following  the  July  price  reduction 
(C&Dhmt  25,  pi 086).  The 
Pricing  Authority  will  not  reflect 
the  lower  price  until  August  1. 
Wellcome  Foundation.  Tel:  0270 
583151. 


preparations  over  liquids  because 
they  are  easier  to  retain  and 
interfere  less  with  daily  life. 

Manufacturer  Smith  Kline  & 
French  l^iboratories,  Welwvn 
Garden  Cit\',  Herts  ALT  lEY. 
Description  White  aerosol  foam 
containing  Ig  mesalazine  per 
metered  dose. 

Uses  Treatment  of  mild  to 
moderate  acute  exacerbations  of 
ulcerative  colitis.  The  foam  enema 
is  particularly  appropriate  in 
patients  with  distal  disease. 
Dose  Adults:  for  disease  affecting 


the  rectosigmoid  region,  one 
dose  of  Ig  a  day  for  four  to  six 
weeks.  For  disease  involving  the 
descending  colon,  2g  once  a  day 
for  four  to  six  weeks. 
Centra-indications,  etc  As  for 
other  mesalazine  preparations  — 
see  Data  Sheet. 

Packs  Cartoned  cans,  each  carton 
consisting  of  a  can  containing  14 
metered  doses,  plus  14  disposable 
applicators  and  14  disposable 
pla.stic  bags  (NHS  price  £36.(50). 
Legal  category  POM. 
Product  licence  0002/0222. 


Medical  Matters 


Cold  seal  blisters  for  MDS 


Panel  iJesign  are  offering  cold 
seal  blister  packs  for  monitored 
doses.  The  packs  require  no  heat 
or  machinery  to  seal  them  and 
can  be  manufactured  to  specific 
sizes  and  configurations. 

The  packs  consist  of  a  card- 
board wallet  which  includes  a 


paper/foil  membrane  and  two 
adhesive  coatings,  and  a  PVC  tray 
with  28  cavities.  After  removing 
release  papers  to  expose  the 
adhesives,  the  tray  can  be 
inserted  into  the  wallet  and 
loaded.  A  tamper-evident,  moisture 
proof  seal  is  achieved  simply  by 


Role  of  bran  in  IBS  questioned 


A  high-fibre  diet,  the  treatment 
most  commonly  recommended 
for  irritable  bowel  .syndrome,  can 
make  the  condition  worse,  say 
researchers  from  the  University 
Hospital  of  South  Manchester. 

Doctors  questioned  100  new 
patients  and  found  55  per  cent  of 
them  were  made  worse  by  bran. 
Only  10  per  cent  found  it  helpful. 

With  the  exception  of  fruit, 
other  forms  of  dietary  fibre  were 
Itirgely  neutral  in  effect,  and 
proprietary  supplements  were 
lound  to  be  beneficicd. 

Over  the  last  20  years,  it  has 


become  routine  practice  for  bran 
or  a  high-fibre  diet  to  be 
advocated  for  IBS.  The  recomm- 
endation is  based  on  the  theory 
that  IBS  is  caused  by  fibre 
depletion,  minimal  evidence  that 
bran  has  a  therapeutic  value  and 
the  erroneous  assumption  that 
fibre  is  an  inert  substance  that 
does  not  vary  according  to  its 
source,  say  the  authors  in  this 
week's  Lancet. 

The  authors  suggest  patients 
should  judge  for  themselves 
whether  bran  is  useful,  and  if  not, 
consider  reducing  its  intake. 
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Galfer  syrup 
for  iron 
deficiency 

Galen  are  launching  their  Gaiter 
iron  preparation  in  a  syrup 
formulation. 

Galfer  Syrup  (300ml,  £4.86)  is 
a  peppermint/chocolate  prepar- 
ation containing  140mg  ferrous 
fumarate  per  5ml  (equivalent  to 
45mg  iron). 

The  sugar-free  syrup  is  indic- 
ated for  the  prophylaxis  and 
treatment  of  iron  deficiency 
anaemia.  It  is  suitable  for  adults 
(10ml  once  or  twice  a  day  before 
meals),  as  well  as  children  and 
full-term  infants  (2.5-5ml  once  or 
twice  daily).  It  should  be  taken 
before  meals. 

Iron  preparations  are  contra- 
indicated  in  patients  with  active 
peptic  ulcer,  enteritis  and 
ulcerative  colitis.  Duration  of 
treatment  should  not  exceed 
three  months  after  the  correction 
of  anaemia  has  been  achieved. 

Ab,s(jrption  is  impaired  by 
antacids,  tea,  eggs  or  milk. 
Tetracycline  and  iron  reduce  the 
absorption  of  each  other.  Chlor- 
amphenicol delays  plasma  iron 
clearance  and  incorporation  into 
red  blood  cells. 

Galfer  Syrup  is  a  Pharmacy 
medicine.  Product  licence 
0440/00,54.  Galen  Ltd.  Tel:  0762 
334974. 


folding  the  wallet  in  half. 

The  system  has  a  Class  B 
designation,  which  means  that  no 
pack  exceeded  5mg  per  day 
average  moisture  permeation 
rate  during  tests. 

The  system  is  not  available 
through  wholesalers,  and  Panel 
Design  are  waiting  to  assess 
demand  before  fixing  a  price. 
However,  it  is  likely  to  be  around 
15-20p  per  card,  depending  on 
volume.  The  company  is  not 
stipulating  a  minimum  order  at 
present,  although  the  cards  will 
be  packed  in  outers  of  50. 

Pilot  studies  are  under  way 
within  hospital  pharmacies  and 
the  company  is  keen  to  hear  from 
community  pharmacies  interested 
in  participating  in  the  trial. 

The  Royal  Pharmaceutical  Soc- 
iety is  currently  pressing  for  a 
British  Standard  to  he  introduced 
to  cover  all  aspects  of  monitored 
dosage  systems  and  their  use. 

Panel  Design's  main  business 
until  now  has  been  producing 
packaging  lor  clinical  tri.ds.  Panel 
De.sign.  Tel:()270  8411(i7. 
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Counterpoints 


Scholl 
springs  753 

Scholl  have  launched  75!! 
support  tights  for  women 
exclusively  to  pharmacies 
as  a  remedy  for  everyday 
tired  legs  and  swollen 
ankles. 

The  sheer,  lightweight, 
graduated  support  tights 
are  called  753  in  reference 
to  the  pressure  points  on 
the  leg  —  seven 
millimetres  of  mercury  at 
the  ankle,  five  at  the  calf 
and  three  at  the  thigh. 

The  range  contains 
Lycra  3D,  which  Scholl  say 
makes  the  hosiery  soft  and 
better  fitting.  This, 
together  with  their  sheer 
appearance,  means  that 
only  the  wearer  knows 
they  are  support  hosiery. 

The  colours  are  black, 
sand,  honey  and  dove, 
available  in  medium  or 
large  at  ,£4.49.  They  are 
not  available  on  the  Drug 
Tariff. 

A  pharmacy  display  unit 
is  available  and  a  national 
advertising  campaign  and 
consumer  sampling  are 
planned  towards  year-end. 

Scholl  say  that  753 
hosiery  could  target  the  11 
million  sufferers  of  tired 
legs  who  have  not  so  far 
sought  treatment.  Scholl 
Consumer  Products  Ltd. 
Teh  0582  482929. 


Aromatherapy  made 
easy  by  Yardley 


This  month  sees  the 
launch  of  Yardley's 
Aromatherapy  line  of 
pre-blended  oils  in  three 
ranges  —  Revitalising, 
Calming  and  Sensual. 

The  Aromatherapy 
Collection  includes 
Massage  Oil,  Massage 
Lotion,  Soap,  Bath  Oil, 
Bath  Foam,  Shampoo  and 
Shower  products. 

With  prices  ranging 
from  £1.49  for  the  Soap 
and  the  Bath  Oil,  to  £2.99 
for  the  Shower  Gel,  Creme 
and  Cleanser,  the 
Collection  is  arguably 
Yardley's  first  major  foray 
into  the  mass  market. 

All  products  contain 
between  1  and  1.5  per  cent 


pure  essential  oil  and  so 
can  have  a  genuine 
aromatherapeutic  effect  on 
the  mind  and  body,  the 
company  claims.  But 
coming  ready-blended, 
Yardley  say  they  have 
eliminated  the  risk  of 
misuse  and  made 
aromatherapy  accessible. 

The  three  ranges  have 
been  colour-coded  to  allow 
easy  customer 
identification. 

The  Revitalising  range 
with  rosemary  is 
formulated  to  revive  and 
uplift,  and  comes  in  shades 
of  aqua  green. 

Calming  with 
sandalwood  will  soothe 
and  relax,  and  is  available 


in  i: 
phari  i 
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Bigger  tube  for  Blisteze 

lip  care  products. 

It  is  supported  by  new 
wing  packaging,  a  special 
display  unit,  cinema 
advertising  and  campaigns 
in  the  teenage,  women's 
and  national  Rress. 
Dendron  Ltd.  Tel:  0923 
229251. 


.ip  Cream  is  now 
in  a  5g  tube, 
.'i  by  market 
"•'•!'.'.'n  has 
•    I  ;'.;-r  cent 
•  o!  Blisteze 

■  ■ :'  .iM,'  .;pi)lii.r 
];"■■  new 


tube,  retailing  at  £1.69, 
will  enhance  sales  of 
Blisteze  further. 

The  launch  of  the  new 
tube  size  has  been  timed 
to  coincide  with  both  the 
Summer  and  holiday 
seasons,  important  sales 
periods  for  cold  sore  and 


in  peach  and  apricot. 

Sensual  with  ylang 
ylang  is  for  soothing  and 
pampering  and  comes  in 
mulberry  pink  and  purple. 

All  items  are 
dermatologically  approved 
and  use  non-animal  tested 
formulations. 

The  launch  is  supported 
by  a  branded,  on-counter 
carousel  merchandiser, 
consumer  leaflets  and 
showcards.  Limited  edition 
trial  sizes  are  also  on  offer 
at  99p  in  50ml  sampler 
packs.  Yardlev  of  London. 
Tel:  0268  522711. 


New  deals 
on  Pur 
teats 

Three  silicone  teats  for  the 
price  of  two  is  the  latest 
deal  for  consumers  on  Pur 
from  Jackel  International. 

A  new  display  tray 
holding  15  "three  for  two" 
cards  of  teats  in  newborn, 
baby  and  toddler  sizes  is 
currently  available  at  a 
price  of  £14.85  per  pack. 

A  separate  display  box 
holds  designer  bottles 
which  each  include  a  free 
silicone  teat.  The  four 
125ml,  four  250ml  and 
four  twin  packs  are 
available  at  £19.04.  Jackel 
International.  Tel: 
091-250  1864. 


Infadrops  for  babies 


Goldshield  Healthcare 
have  launched  Infadrops,  a 
concentrated  solution  of 
paracetamol  for  babies. 

The  sugar-free 
paracetamol  solution  is 
concentrated  (lOOmg/ml), 
allowing  administration  of 
more  accurate  doses  and 
smaller  more  acceptable 
quantities  to  the  child. 

Each  pack  has  its  own 
dropper  in  a  sealed  bag 
which  allows  easy  but 


controlled  administration 
to  the  baby  by  reducing 
spillage  and  regurgitation. 
A  20ml  bottle  costs  £2.95. 

Infadrops  is 
recommended  at  60mg  for 
post-immunisation  pyrexia 
in  babies  of  two  to  three 
months.  Treatment  of 
babies  younger  than  three 
months  should  be  on 
doctor's  advice  only. 
Goldshield  Healthcare  Ltd. 
Tel:  081-684  3664. 


Eye  care  boost 


Crookes  Healthcare  are 
looking  to  boost  the  eye 
care  market  with  a  £2.5 
million  promotional 
package  for  their  Optrex 
brand. 

The  package  includes 
ads  that  highlight  everyday 
situations  which  cause 
sore  eyes:  driving,  use  of 
VDUs  and  atmospheric 
pollutants.  The  campaign 
will  be  backed  up  by  the 


production  of  a  new 
leaflet,  "Be  Eye  Care 
Aware",  This  gives 
practical  advice  and  a 
question  and  answer  guide 
to  eye  problems. 

Recent  research  carried 
out  for  Crookes  indicates 
that  43  per  cent  of  people 
normally  purchase  Optrex 
through  independents, 
Crookes  Healthcare  Ltd. 
Tel:  0602  507431. 


iVIedicines  display 


sterling  Health  have 
updated  their  space 
management  package  for 
independents  with  fresh 
advice  for  displaying  P  and 
GSL  medicines. 

They  suggest  bringing 
GSL  products  fonvard  in 
front  of  the  counter  and 
include  suggested  layouts 
in  their  updated  package 
"Asset  or  Liability". 

An  eight-page  section 
looks  at  the  display  of  OTC 
analgesics  and  digestive 


remedies,  emphasising 
blocking  products  together 
by  category  to  help 
customers  and  assistants. 
•  The  company  is  also 
running  a  pharmacy 
assistants'  competition 
with  £25  Marks  &  Spencer 
gift  vouchers  up  for  grabs. 

To  win,  assistants  have 
to  pick  out  five  examples 
of  poorly  merchandised 
shelves  from  a  photograph. 
Sterling  Health.  Tel:  0483 
65599. 


42 


Chemist  &  Druggist  9  JULY  1 994 


Now  can  I  ask  a  favour? 

This  actress  is  appearing  in  a  mulci-million- 
pound  consumer  campaign  for  Canesten  1 
pessary.  Added  to  Canesten's  prescription 
heritage  and  its  aheady  dominant  position 
in  the  market,  this  campaign  is  bound 
to  increase  your  sales.  Now,  there  is  one 
problem  you  can  help  us  with. 

We've   found   out   that   many  thrush 
sufferers  use  just  one  kind  of  Canesten, 
the  1%  Cream,  designed  for  external  use 
only  But  first  and  foremost,  they  need 
to  treat  the  cause  of  thrush,  which 
:is  we  know  is  inside  the  vagina.  The 
one  to  recommend  for  that  is  Canesten  1 
pessary  (or  10%  VC,  for  women  who  have 
vaginal  dryness  problems).  It  starts  working 
immediately  and  clears  all   the  symptoms 
within  three  days. 

So  please  recommend  Canesten  1  pessary 
-  and  display  our  point-of-sale  materials 
prominently 


Canesteril 


CLOTRIMAZOLE   VAGINAL  TABLET 


Treat  the  cause,  not  just  the  itch 


nd  Jn  .ipplicuor  in  which  m 
VAginal  i.iltki  in  the  appli 


Produd  Informalion 

I'taentatiim:  Canesten  10%  VC  is  dvailjhic  as  .i  sm^lc  prc-lillcd  appliLaior  tontJininj;;  <il  \W%  clotrtma/olc  vaginal  (.ream,  Canesten  I  w  available  as  a  single  vaginal  lablci  containing  SOOmg  cli>trinia/nlc 
for  insertion.  IJm  (  andidal  vaginitis.  Douige  and  Ariminntraliori  Canesten  10%  VC.  Adults.  Insert  the  Lnntents  of  tlic  pre-filled  appln-ainr  iruravaginally.  ptclcraWly  at  night  Cancslcn  I.  Adults  Place  the  Cane 

inttavaginaily,  preferably  at  night,  C.hildren.  Since  both  of  these  products  arc  used  with  an  applicator,  paediatric  usage  is  not  recommended.  (  otHra-niditiUKim:  Hypersensitivity  to  tlotriniaznle,  Sitie-effeiti.  Karely  patients  may  experience  local 
itritatifin  immediately  alter  inserting  the  cream.  Hypersensitivity  reaction  may  occur,  Ihr  in  Pre^iuiruy  In  animal  studies  clotrinia/oie  has  not  been  associated  with  teratogenic  effects  but  following  oral  administration  of  high  doses  to  rats  there 
foctotrixiciry  The  relevance  f)f  this  rffecr  t(j  topical  application  in  humans  is  not  known,  However,  clotrimazole  has  been  used  in  pregnant  patients  for  over  a  decade  without  atrrihutahle  adverse  effects.  It  is  therefore  recommended  that  clorrimazoli 
m  pregnancy  only  when  considered  necessary  by  the  clinician.  If  used  during  pregnancy  extra  care  should  be  Taken  when  using  the  applicator  to  prevent  the  pttssihiliry  of  mechanical  trauma.  Accidental  Oral  higestiim;  In  rhe  event,  routine  measure 
lavage  should  be  performed  as  soon  as  possible  alter  ingestion,  I'luirmacrmiiul  I'leiuuriom  Cane.ttcn  10%  VC.  I  >o  iioi  siorc  .ibnve  2S"C  Canesten  I.  No  special  storage  precautions  are  necessary.  Legal  lategory:  V.  Retail  Selling  J'rne  1.S  ')S  |( 
I'rodHci  litrnce  Numhet  Canesten  10%  VC.  Pi  (lOlO/OMf..  Canesten  I.  PI  OOlO/OOHV  Ihite  oj  Vtefutratwn  August  l'J')2  I  t.uher  infonnatwn  availahle  fiom:  Bayer  pk.  Pharmaceutical  Division.  Bayer  House,  Strawberry  Hill.  Newl.ur>'.  Hriks 
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Innoxa  rationalises 
for  the  Nineties 


Sensitive  skin  care  brand 
Innoxa,  which  has  a 
heritage  stretching  back  to 
the  late  1920s,  has  a  new 
look  and  line-up  to  meet 
the  needs  of  today's 
consumer. 

Now  under  the  Network 
Management  umbrella  (the 
company  acquired  the 
brand  two  years  ago),  the 
new  range  has  been 
rationalised  to  just  ten 
products,  replacing  the  old 
range  of  23.  It  is  divided 
into  three  categories: 
cleansing,  moisturising 
and  body  care. 

Of  the  new  range,  eight 
products  are 

reformulations,  while  the 
Moisturising  Lotion  and 
Facial  Wash  are  new.  The 
sensitive  message  of  the 
brand  is  reinforced  by  the 
exclusion  of  fragrance, 
mineral  oil  and  lanolin 
from  the  formulations. 

For  cleansing,  there  is 
Deep  Cleansing  Face  Mask 
(£3.99),  Gentle  Facial 
Scrub  (£3.49),  Vital 
Foaming  Wash  Gel  (£3.99), 
Gentle  Cleansing  Milk 
(£3.49)  and  Revitalising 


Toner  (£3.49). 

For  moisturising,  there 
are  two  products:  Effective 
Moisturising  Lotion 
(£3.99,  which  is  also 
available  as  a  cream  at 
£5.49)  and  Moisture 
Enriched  Night  Cream 
(£5.99). 

For  the  body,  there  is 
One  &  All  Hand  Cream 
(£2.99)  and  Free  and  Easy 
Roll-On  deodorant  (£3.49). 


To  coincide  with  the 
relaunch,  Innoxa  is 
teaming  up  with  the 
charity  Elefriends  in  a  new 
fundraising  promotion. 
Together  they  have 
produced  a  white  body  in 
cotton/lycra  mix,  which 
will  cost  £11.99,  of  which 
25  per  cent  (£3)  will  go 
straight  to  the  charity. 
Network  Management  Ltd. 
Tel:  0252  29911. 


2-in-1  colour  cosmetics 
from  Cover  Girl 


The  trend  for  2-in-l 
products  has  finally 
reached  colour  cosmetics, 
with  Cover  Girl's  Ultimate 
Finish  Liquid  Powder 
Foundation. 

The  new  cosmetic 
applies  and  blends  as  easily 
as  a  liquid  foundation  and 
then  transforms  to  leave  a 
soft,  powder  finish. 

The  secret  of  the  new 
formula  lies  in  the 
emollients  being  held  in  a 
combined  wax/powder 
matrix,  like  water  in  a 
sponge.  On  application. 


the  wax  matrix  melts, 
allowing  the  foundation  to 
flow  evenly.  This  then 
dries  to  leave  a  fine 
covering  of  powders  and 
silkeners  for  a  matt 
complexion. 

Presented  in  a  black, 
mirrored  compact  with 
gold  graphics,  it  comes  in 
four  shades  (Creamy 
Natural,  Fair,  Natural 
Beige  and  Creamv  Beige) 
and  retails  at  £4.99. 
Procter  &  Gamble 
(Cosmetics  &  Fragrances) 
Ltd.  Tel:  0202  524141. 


In  your  element 


Eurocos,  the  recently  set 
up  prestige  fragrance  arm 
of  Procter  &  Gamble,  are 
launching  a  new  men's 
fragrance  from  Hugo  Boss 
called  "elements". 

Boss  elements  attempts 
to  capture  perfume  notes 
from  all  four  elements  — 
so  an  aromatic  blend  of 
juniper,  tarragon,  thyme 
and  armoise  represents 
"earth",  while  sandalwood, 
cedar  and  oakmoss  denote 


Guerlain 
take  a  tint 

Guerlain  have  extended 
their  Odelys  skin  care 
range  for  sensitive  skin 
with  Tinted  Perfect  Care,  a 
light  foundation.  It  gives 
natural  colour  as  well  as 
protection  from 
"damaging  environmental 
conditions",  ie  IN  and 
infra-red  rays. 

Available  in  four  shades. 
Tinted  Perfect  Care  is 
presented  in  a  5()ml  tube 
(£18.50)  and  is  on  counter 
from  August.  Guerlain  Ltd. 
Tel:  081-998  1646. 


Petites  back  again 


Nourishment  Petites,  the 
handy  size  packs  of 
softening  cream  for  nails 
and  cuticles,  will  be 
re-launched  in  September 
by  Develop  10  after  an 
absence  of  three  years. 

The  packs  (22ml,  £1.40) 
contain  a  rich,  water-based 
cream  with  essential 
proteins,  vitamins  and 
natural  emollients,  such  as 


j(.)joba  oil  and  aloe  vera. 

The  cream  is  claimed  to 
leave  no  residue  which 
allows  Develop  lO's 
Program  for  Strong  Nails 
polish  to  be  applied 
immediately  afterwards. 

Supplies  and  counter 
displays  are  available  direct 
from  Grafton.  Grafton 
International.  Tel:  0543 
480100. 


Givenchy  target  teens 


Givenchy  have  introduced 
Fleur  d'interdit,  a  new 
fragrance  for  the  younger 
perfume  wearer. 

Designed  for 
14-16-year-olds,  the 
fragrance  owes  its  name  in 
part  to  Givenchy's  first 
fragrance,  L'Interdit,  a 
scent  created  for  the 
actress  Audrey  Hepburn. 

However,  this  perfume  is 
different  —  a  fruity  floral 
described  as  "an  armful  of 


fresh  flowers  gathered  in 
the  garden  in  Spring". 

Packaged  in  a  frosted 
glass  bottle  with  inlaid 
floral  lace-work,  the  range 
is  small  and  at  modest 
prices:  50ml  eau  de 
parfum  (£16.50)  and 
100ml  eau  de  parfum 
(£25.75).  On  counter  from 
September  14,  exclusively 
to  Boots  until  January  1 
1995.  Parfums  Givenchy 
Ltd.  Tel:  0932  2451 11. 


the  warmth  of  "fire".  The 
bottle  itself  represents 
both  earth  and  water,  say 
Eurocos,  in  its  sculpture  of 
glass  set  in  a  bed  of  rock. 
The  metallic  copper  of  the 
outer  cartons  symbolises 
the  earth's  core  element. 

The  September  launch 
will  be  supported  bv  a 
£860,000  media  and 
sampling  campaign,  while 
a  total  £2  million  will  be 
spent  on  the  brand  over 
the  next  12  months. 

The  range  includes: 
50ml  after  shave  (£19.50), 
50ml  edt  spray  (£25)  as 
well  as  a  full  line  of 
grooming  products  priced 
from  £I2-£39.  Eurocos. 
Tel:  0202  524141. 


Wild  over 
relaunch 
for  Musk 

Beauty  International  have 
relaunched  their 
successful  mass  market 
fragrance.  Wild  Musk. 

Originally  launched 
back  in  the  early 
Seventies,  Wild  Musk  is 
having  a  face-lift,  as  well 
as  a  new  advertising 
campaign.  The  repackaged 
range  features  15ml  and 
25ml  eau  de  toilette  sprays 
(£5.95  and  £7.50 
respectively)  as  well  as  a 
150ml  body  spray  (£3.95). 
Wild  Musk  is  consistently 
the  best-selling  variant  of 
Beauty  International's 
bodv  spray  range.  Beauty 
International.  Tel:  0734 
302302. 


A  perfume  from  Provence 


Crabtree  &  Evelyn's  latest 
fragrance  was  not  only 
inspired  by  the  beauty  of 
Provence  but  also  made  in 
France.  The  UK-based 
company  now  has  a 
manufacturing  site  in 
Alsace. 

Jasmin  de  Provence  is  a 


highly  concentrated  eau  de 
toilette  which  makes  it 
long-lasting.  The  jasmin 
note  is  blended  with  white 
lily  and  ylang  ylang  for  a 
white  floral  scent. 

The  product  line 
comprises:  eau  de  toilette 
(£14.95),  cream  bath 


(£10),  shower  and  bath  gel 
(£6),  body  lotion  (£7.25), 
body  cream  (£12.50),  triple 
milled  soap  box  (£6.75  for 
three  soaps),  soap  (£1.00) 
and  talcum  powder 
(£5.25).  Crabtree  & 
Evelyn.  Tel:  071-603 
1611. 
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Pepcid®  AC  is  Britain's  first  OTC 
H2  antagonist,  giving  you  -  the 
pharmacist  -  important  new  power  to 
liberate  your  customers  from  the  pain 
and  discomfort  of  heartburn,  dyspepsia 
and  excess  acid. 

As  other  H2  antagonists  follow,  the 
special  benefits  of  Pepcid  AC  will 
become  even  clearer: 


UNSURPASSED  EFFICACY 


Pepcid  AC  sets  a  new  standard  in  acid  control.  Just 
one  small  tablet  can  control  your  customer's  excess 
acid  for  up  to  9  hoursV  Ensuring  lasting  relief  from 
the  recurrence  of  excess  acid  related  problems. 


UNSURPASSED  CONVENIENCE 
AND  SAFETY  PROFILE 


The  1  tablet  dosage  regime  of  Pepcid  AC  is  simple 
and  clear.  You  can  recommend  it  with  confidence. 
Pepcid  AC  has  an  excellent  safety  profile,  with  the 
advantage  of  no  clinically  significant  drug  interactions 


UNSURPASSED  BASIC 

DDr^triT  tf^KI  DPTI  IDKI 

r 

Pepcid  AC  offers  not  only  competitive  retail  pricing 
for  your  customers,  but  also  a  33%  basic  profit  on 
return  on  both  6  &  12  pack  sales. 


UNSURPASSED  PHARMACY-ONLY 
SUPPORT 


Pepcid  AC  puts  the  pharmacist  first  -  first  with  product 
information,  first  with  training  materials,  first  with  stock 
and  first  with  display  materials. 

Pepcid  AC  is  the  first  H2  antagonist  to  be  advertised 
on  TV  in  Britain,  with  a  national  campaign 
combined  with  comprehensive  ^ 
magazine  advertising. 

Yet  again  you  will  be  the  first  „  ,  ,,  ,  ,  „  c  a  k  / 
to  benefit. 


EFFECTIVE  RELIEF  FROM  HEARTBURN. 

DYSPEPSIA  AND  EXCESS  ACID 

baad 


ACID 


M,  CONTROL 


One  small  tablet  controls 


excess  stomach  acid  for  up  to  9  hours 


nc  (Abridged  Product  Information)  Product  Information  ■  PEPCiD 

n  coated  tablets  containing  famotidine  10mg,  Pacl(  Size;  2, 6, 12. 
:  Adults  and  children  over  16  years:  1  tablet  for  symptomatic  relief  or  1 
)l<en  one  hour  before  food  or  drink  known  to  provoke  symptoms. 
Ti  intake  2  tablets  in  24  hours,  Maximum  period  of  use  2  weeks.  Uiei: 
short  term  symptomatic  relief  of  heartburn,  dyspepsia  and  hyperacidity, 
indications:  Hypersensitivity  to  any  component.  Warnings  and 
ions  for  Use:  Should  not  be  taken  unless  advised  by  a  physician  by  the 


UNSURPASSED  ACID  CONTROL 


following  patient  groups:  moderate  renal  failure  or 
severe  hepatic  impament;  under  medical  supervision 
for  any  other  illness  or  need  for  any  other  medications;  middle  aged  or  over  with 
new  or  recently  changed  dyspeptic  symptoms,  or  associated  unintended  weight 
loss.  Patients  with  persistent  symptoms  or  dfficulty  swallowing  should  seek  medical 
advice,  Drug  Interactions:  No  drug  interactions  of  clinical  significance  have  been 
identified.  Side  Effects;  Generally  well  tolerated.  Headache  and  .dizziness  have 
been  reported  at  a  frequency  >  1%,  Other  side  effects,  including  dry  mouth, 
nausea,  constipation,  diarrhoea,  fatigue  and  allergic  reactions  occur  even  less 
frequently.  Pregnancy;  Not  recommended  for  use  in  pregnancy.  Overdosage; 


No  expenence  to  date  with  overdosage.  Doses  up  to  800mg/day  for  over  1  year, 
were  well  tolerated  in  patients  with  severe,  hypersecretory  conditions.  Product 
Licence  Number;  PL  0025/0312,  Product  Licence  HoldSr; 'Merck' Sharp  & 
Dohme  Limited,  Hertford  Road,  Hoddesdon,.Hertfordshi're,  EN11:9BU:,BSP;  2 
tablets  £0.75, 6, tablets  £1.99, 'l2.'tablets  £3.59.  P  Pharmkcy.only  distribution. 
.Distributed  by;  CENTRAHEALTMCARE,'  Enterprise  House,  Loudwatel',  Bucks^ 
HPIO  9UF.,  References:  1.  Laskin  OL,:  MD,  Patterson  PM,  RN;  BAi'Sumiko 
Shingo;  MS.  Lasseter  KG,  MD.iCobper  Shamblen,  E,  BA.  J.'Clin  fharmacql 
1993: 33:'636-639.  ®  Indicates  registered :tradematkpf;M,er£k;&;Co;,;:lna 
Whitehouse,Statiqn;  N,li;U.SiA:,©,Cenjca  Healthcare  19W^ 


Lil-lets' 
leading 
ladies 

Lil-lets  are  sponsoring  a 
women's  film  season  to  be 
broadcast  on  ITV. 

The  Leading  Ladies 
season  will  hit  screens 
nationwide  from  July  215 
and  run  tor  six  weeks. 

The  films  include: 
"Alien",  starring 
Sigourney  Weaver;  "Black 
Widow",  with  Debra 
Winger  and  Theresa 
Russell;  "F'unchline",  with 
Sally  Field;  "Suspect", 
starring  Cher;  and 
"Working  Girl",  with 
Melanie  Griffiths. 

A  shot  of  a  "screen 
heroine"  will  appear  at  the 
beginning  of  each  film, 
backed  with  the  Lil-lets' 
Leading  Ladies  logo.  Films 
will  be  screened  after  the 
9pm  watershed,  before 
which  sanpro  ads  cannot 
be  broadcast. 

The  aim  of  the 
campaign  is  to  lift  the 
profile  of  tampons  by 
association  with  successful 
'90's  women. 

This  is  the  brand's  first 
such  sponsorship  deal. 
Smith  &  Nephew 
Consumer  Products.  Tel: 
021-327  4750. 

Shining 
nails 

Phenomanail  Shine  is  an 
environmentally-friendly 
top  coat  nail  polish  from 
Forsythe  Cosmetics. 

The  fast-drying, 
hard-wearing  formula  has 
no  toluene  or 
formaldehyde,  no  strong 
acrylic  odours  and,  the 
company  claims,  does  not 
irritate  or  dry  out  nails. 

The  top  coat  protects 
the  underlying  polish  and 
gives  it  a  glossy  finish. 

Phenomanail  is  available 
direct  from  F'orsythe  at 
£5.50  for  5n  oz.  Forsythe 
Cosmetics.  Teh  071-625 
8012. 


new  ad 

Roche  Consumer  Health 
are  supporting  their 
Paracodol  brand  with  a 
new  ad  campaign  worth 
X50(),(I0(I.  targeting  the 
women's  consumer  Press. 
It  will  commence  in 
August. 

The  ad  uses  the  latest 
photographic  technology, 
including  double  exposure 
techniques  and  camera 
tricks,  to  create  a  scene  of 
chaos  in  the  kitchen. 
Roche  Consumer  Health. 
Tel:  0707  366000. 


Women's  health 
education  initiative 


Unipath,  maker  of 
pregnancy  and  ovulation 
testing  kits,  have  invested 
£100, 000  in  an  education 
programme  on  women's 
health  for  pharmacy 
assistants. 

The  Unipath  1994 
Education  Initiative  will  he 
conducted  through 
bo(jklets  and  Talking 
Point,  a  quarterly 
full-colour,  eight-page 
magazine,  featuring 
articles  and  competitions, 
including  the  "Pharmacy 
Assistant  of  the  Year 
1994".  This  will  be  sent 
free  to  over  10,000 
registered  assistants. 

Those  not  already 
registered  can  do  so  by 
contacting  Clearcall  (tel: 
0234  267448). 

The  programme  allows 
pharmacy  assistants  to 


understand  the  needs  of 
their  women  customers 
and  to  give  them 
sympathetic  practical 
advice. 

A  study  by  Unipath  has 


found  that  women  are  not 
well  informed  about  their 
bodies,  but  are  willing  to 
get  advice  from  the 
pharmacy.  Unipath  Ltd. 
Tel:  0234  347161. 


Goldshield  repacks  supplements 


Goldshield  have 
repackaged  Fersaday  and 
Octovit,  the  one-a-day 
vitamin  and  mineral 
supplement  brands. 

The  new  packs  carry  the 
Goldshield  logo  on  the 
front  and  product 
information  on  the  back. 

The  pack  sizes  are 
unchanged  with  an 
additional  28-pack  Octovit 
available  later  this  month. 


Goldshield  represen- 
tatives are  offering  bonus 
deals  on  either  of  the  two 


products.  Goldshield 
Healthcare  Ltd.  Tel: 
081-684  3664. 


Win  a  TV! 

Pharmacists  and  pharmacy 
assistants  who  enter  the 
latest  Ibuleve  competition 
can  win  one  of  five  Sony 
Win  portable  televisions. 
One  hundred  runners  up 
will  receive  HMV  music 
tokens  worth  £13.00  each. 
Enti7  forms  are  available 
from  Dendron  reps. 
Dendron  Ltd.  Tel:  0923 
229251. 

Brylcreem  push 

Sara  Lee  are  running  a 
poster  campaign  to  support 
the  Brylcreem  Black  range 
of  male  hair  and  body  care 
products.  It  has  just  two 
more  weeks  to  run.  The 
posters  are  located  at  over 
2,250  sites  nationwide.  The 
campaign  is  part  of  an 
extensive  support  package 
planned  for  the  brand  in 
1994/95,  Sara  Lee 
Household  &  Personal 
Care.  Tel:  0753  523971. 

PSant  rights 

Herbal  medicine  specialist 
Gerard  House  are  launching 
a  joint  sponsorship  venture 
with  Plantlife  to  promote 
herbal  medicine  and  assist 
in  arresting  the  depletion  of 
the  UK's  wild  plant  life. 


Plantlife  are  the  only 
charity  dedicated 
exclusively  to  saving  wild 
plants  in  their  habitats. 
Gerard  House  Ltd.  Tel: 
0582  487331. 

Parent's  guide 

A  leaflet  for  parents  entitled 
"Childhood  Pain  —  A 
Parent's  Guide  to  Relief 
has  been  produced  by 
Reckitt  &  Colman  for  the 
Disprol  range  of  children's 
pain  relievers.  The  leaflet  is 
available  through  doctors 
and  dentists.  Reckitt  & 
Colman  Products  Ltd.  Tel: 
0482  26151. 

Elida  spend 

Elida  Gibbs  have  started  a 
£5.5  million  national  TV 
campaign  for  their 
new-look  Impulse.  The 
commercial,  which  runs 
until  mid-August,  focuses 
on  the  new  fragrance  Avant 
Garde.  Complementar\' 
in-store  leaflets  are  also 
available.  Elida  Gibbs  Ltd. 
Tel:  071-486  1200. 

Wow  again 

Arm  &  Hammer  are 
re-running  the  "Wow" 
commercial  in  support  of 
their  Baking  Soda 


Toothpaste.  The  ten-week 
campaign  kicks  off  this 
month  on  national  and 
satellite  TV.  Chemist 
Brokers.  Tel:  0705 
219900. 

Autumn  looks 

Guerlain  has  two  looks  for 
Autumn  inspired  by  their 
make-up  artist  Anton-Philip 
Hunger's  Symphonic 
automnale  —  La  Folklor- 
ique  (country  beauty)  and 
La  Classique  (classical 
beauty).  The  first  uses  warm 
colours,  the  second  shades 
of  brown.  Guerlain  Ltd.  Tel: 
081-998  1646. 

Hayfever  hotline 

With  the  ongoing  hot 
weather  and  rise  in  the 
pollen  count,  a  telephone 
hotline  has  been  set  up  for 
those  running  low  on 
Beconase  Hayfever.  Orders 
will  be  processed  through 
local  wholesalers.  Hotline 
Number:  0500  878889. 

Evian  ad 

Evian  launch  a  new  TV 
campaign  this  month  in  a 
bid  to  boost  their  18.6  per 
cent  share  of  the  still  water 
market.  Premier  Waters 
Ltd.  Tel:  081-673  8717. 


Feminine 
way  to 
shave 

Wilkmson  Sword  have 
launched  the  UK's  first 
shaving  gel  for  women  as 
part  of  the  Lady  Protector 
Shaving  Toiletries  range  to 
complement  the  existing 
Lady  Protector  shaving 
system. 

The  lightlv  fragranced 
shaving  gel  (150ml,  £2.29) 
and  mousse  (150ml,  £1.69) 
contain  moisturisers, 
camomile  and  aloe  vera. 

The  company  says  the 
range  combines  high 
performance  with  skin 
care  and  will  target  the  9.5 
million  women  who 
currently  wet  shave  with 
ordinary  soap. 

An  unbranded  home  test 
carried  out  by  Wilkinson 
found  86  per  cent  of  the 
women  sampled  preferred 
Lady  Protector  toiletries  to 
their  own  products  and  75 
per  cent  said  they  would 
buy  them.  Wilkinson 
Sword.  Tel:  0494  533300. 

Cannon 
upgrade 

Cannon  Babysafe's  Avent 
Microwave  Steam 
Steriliser  has  been 
upgraded  to  allow  four 
feeding  bottles  and 
accessories  to  be  sterilised 
at  one  go,  instead  of  the 
usual  three. 

There  is  an  on-pack 
flash  to  promote  the 
upgrading  and  prices 
remain  unchanged  (at 
£16.99,  including  three 
complimentary  Avent  4oz 
feeding  bottles,  and  £11.99 
without  bottles).  Cannon 
Rubber  Ltd.  Tel:  0787 
280191. 


A  new  range  of  PCS  support 
material  for  Phorpain 
Double  Strength  analgesic 
is  available  from  Goldshield 
Healthcare.  Designed  to 
complement  other 
promotional  material  and 
reinforce  brand  image,  the 
message  to  the  consumer  is 
"Double  the  Power  to  Beat 
Pain".  Phorpain  Double 
Strength  is  available  in 
blister  packs  of  12  and  24 
tablets  from  AAH,  Unichem 
and  independent 
wholesalers.  Goldshield 
Pharmaceuticals.  Tel: 
081-684  3664 
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Naturally^  what's  best  for  baby 
is  best  for  your  business. 

Modern  mums  know  that  Avent  is  the  best,  combining  advanced  paediatrics  with  plain  common  sense, 
which  is  why  they  voted  with  their  purses  to  make  it  the  fastest  growing  brand  in  the  UK.  Mothers  also 
know  that  the  fully  comprehensive  range  of  baby  feeding  products  progresses  from  newborn  to  weaning  and  that 
independent  tests,  and  the  recommendations  of  health  professionals,  have  proved  them  best  for  mother  and  baby. 

Highly  visible  packaging  gives  these  premium  products  outstanding  shelf  appeal,  delivering  a  higher  return  per 
foot  of  shelf.  Avent  is  shaping  the  future  of  the  mother  and  baby  care  market  with  attractive  products  that  attract 
profits  for  you.  Naturally. 


The  Avent  Bottle 

'Our  favduritc  bottle,  this  has  a 
wide  mouth  which  made  filling 
easy.' 

PARtN  IS  Magazine,  Star  Buy. 


AVEWI 


A\EL 


The  Avent  Breast 
Pump 

'Easy  to  assemble,  lightweight 
and  compact.  A  good  choice  for 
everyday  use.  Our  testers 
recommended  this  pump  for  use 
even  several  times  a  day.' 

PARENl^  Magasmc,  Best  Buy. 


AVE|IT  -  ^-^^ 


.WElilT 


The  Avent  Steam 
Steriliser 

'Very  easy  to  set  up,  and  to 
remove  tne  ec|uipment.  Very 
fast,  good  value.' 

PRACTICAL  PARENIING 
Magazine,  Star  Buy. 


^  Cannon  Babysaf e 


The  Avent 
Microwave  SteriHser 

'Holds  four  chubby  bottles, 
takes  just  ten  minutes  and  is  so 
easy  to  set  up.' 

PRACTICAL  PARENTING 
Magazine,  Star  Buy. 


Avent  Soothers 

'Fastest  growing  branded 
soother  -  now  20%  market 
share.' 

PSA  Research. 


Bottle  Warmer 

'This  could  hardly  be  simpler 
to  use.' 

A  MOTHER 


For  further  information 
contact  the  sales  office 
on  (0787)  280191. 


Avent  is  a  registered  trademark  of  Cannon  Rubber  Ltd,  Lower  Road,  Glemsford,  Suffolk,  CO  10  7QS 


Johnson's  drive  to 
clean  up  kids 

9 


Johnson  &  Johnson  are 
launching  two  new  ranges 
for  the  children's  toiletries 
market. 

Mickey  &  Pals  and  Kids, 
aimed  at  the  3-6  and  7-10 
age  groups  respectively, 
are  set  to  develop  a  market 
worth  a  potential  £100 
million,  says  the  company. 

The  character  range 
includes  Mickey  Mouse 
Shampoo,  Mini  Mouse 
Conditioner,  Pluto  2-in-l 
Shampoo,  Goofy  Shower 
Gel  and  Donald  Duck 
Bubble  Bath.  All  items  will 
retail  at  £2.99  for  400ml. 

The  Kids  range 
comprises  No  More 
Tangles  Shampoo  (20()ml, 
£1.59),  with  the  No  More 
Tears  formula;  Foaming 
Bath  Liquid  (400ml,  £1,69) 
and  Sport  Shower  Gel 
{200ml,  £1.69). 

The  launch  of  Mickey  & 
Pals  follows  a  successful 
introduction  in  the  US 
during  1992.  Johnson  & 
Johnson  believe  it  is  set  to 
revolutionise  the 
children's  sector  by 
extending  the  character 


market  beyond  bubble 
bath  and  across  the  entire 
year.  The  fun  element  will 
appeal  to  children,  while 
the  Johnson  &  Johnson 
brand  will  attract  mums. 

Mickey  &  Pals  will  be 
available  here  from 
September  1  and  the 
company  recommends 
block  merchandising  for 
best  trial  results. 

The  Johnson's  Kids 
range,  designed  for  boys 
and  girls  at  the  age  when 
they  are  demanding  their 
own  toiletries,  will  be 
available  from  August  1. 

It  will  be  supported  by  a 


£2. 5m  national  television 
advertising  campaign 
designed  to  appeal  to  both 
parents  and  children,  as 
well  as  extensive  trialling. 

Johnson  &  Johnson  say 
there  are  around  7  million 
3-10-year-olds  in  the  UK, 
representing 

approximately  12  per  cent 
of  the  total  population.  By 
the  year  2000  this  figure 
will  have  grown  to  13  per 
cent.  Currently  only  7  per 
cent  of  bathcare  and  1  per 
cent  of  shampoo  products 
target  this  age  group. 
Johnson  &  Johnson  Ltd. 
Tel:  0628  822222. 


Ferrosan  tunes  in  to  Classic  FiVI 


Ferrosan  Healthcare  have 
signed  a  £200,000  radio 
sponsorship  deal  with 
Classic  FM  which  will  run 
until  March  next  year. 

"Hints  for  Healthy 
Living",  a  three-minute 


programme  broadcast 
during  "Classic  Weekend 
Breakfast"  on  Sunday 
mornings,  will  be 
sponsored  by  Idoloba  from 
June  to  September; 
Healthcrafts,  September  to 


On  TV  Next  Week 


GTV  Grampian 
B  Border 

BSkyB  British  Sky 
Broadcasting 
C  Central 

CTV  Channel  Islands 
LWT  London  Weekend 


C4  Channel  4 
U  Ulster 
G  Granada 
A  Anglia 
CAR  Carlton 
GMTV  Breakfast 
Television 


STV  Scotland  (cenlr.i 
Y  Yorkshire 
HTV  Wales  &  West 
M  Meridian 
TT  Tyne  Tees 
W  Westcountry 


Anadin  All  Night: 

All  areas 

Gillette  Sensor  for  Women: 

All  areas 

Gillette  Series: 

All  areas 

Gliss  Corimist: 

C4,  GMTV 

Impulse:       C,  A,  HTV,  W,  M,  LWT,  CAR,  04,  BSkyB,  GMTV 

Mentadent  Bicarb  of  Soda: 

All  areas  except  CTV,  U,  G,  STV,  Y 

Nivea  Sun: 

All  areas 

Palmolive  2  in  1: 

All  areas 

Pepcid  AC: 

GMTV 

Ponds  Performance: 

All  areas  except  CTV,  U,  G,  STV,  Y 

Rap-eze: 

All  areas  except  CAR 

SchoU  Odour  Control: 

B,  G,  C, M 

Slim-Fast: 

All  areas 

Wrigley's  Extra  and  Orbit: 

All  areas 

December;  and  Sealone, 
December  to  March. 

A  phone-in  helpline 
after  each  programme  wil 
give  detailed  product 
information. 

On-pack  offers  and 
in-store  point  of  sale 
material  is  planned  to 
support  the  sponsorship. 
Ferrosan  Healthcare  Ltd. 
Tel:  0932  336366. 


DIY 

brushing 
for 

children 

Macleans  Milk  Teeth 
Toothbrush  is  designed  to 
be  used  by  children,  rather 
than  having  the  j(jb  done 
by  their  parents. 

The  brush,  for  use  by 
children  under  six, 
complements  Macleans 
Milk  Teeth  Toothpaste.  It 
has  an  extra  wide  handle 
with  a  small  brush  head 
and  soft  rounded  bristles, 
making  it  easy  for  children 
to  use.  The  brush  comes  in 
a  range  of  six  colours  in 
both  sparkly  and 
non-sparkly  designs. 

Sampling  will 
encompass  dental  and 
750,000  Buuiity  bags. 
Smithkline  Bcecham.  Tel: 
081 -.'560  .'^l.'Sl. 


Santo  —  on  the  nail 


Santo  Products  are  now 
distributing  Nail  The 
Habit!,  a  bitter-tasting  nail 
biting  deterrent. 

Nail  The  Habitl  is 
applied  by  twisting  a  finger 
into  the  sponge  within  the 
20ml  tub,  thereby  coating 


the  fingertip.  The 
formulation  is  non-toxic, 
containing  glycerine, 
moisturisers  and  vitamin  E 
to  condition  nails,  cuticles 
and  skin,  it  retails  at 
£1.95.  Santo  Products  Ltd. 
Tel:  081-381  1334. 


Rowenta  get  their 
teeth  into  oral  hygiene 


Rowenta  are  helping 
consumers  tackle  dental 
plaque  with  two  new 
products:  the  Multi  Plaque 
Dentacontrol  toothbrush 
and  the  Multi  Plaque 
Dentalcenter. 

The  former  has 
additional  brush  heads  to 
deal  with  plaque:  the 
Rotaclip  which  has  an 
oscillating  brush 
movement;  and  the 
interdenta-clip  which  has 
a  conical-shaped  head. 


Available  from  this  month, 
it  retails  at  £49.99. 

The  Multi  Plaque 
Dentalcenter  combines  the 
Multi  Plaque  Dentacontrol 
to(.)thbrush  with  l^owenta's 
Oral  Spray  in  one  unit. 
The  latter  includes  a 
removeable  water  tank  and 
a  nozzle  which  pumps 
water  through  at  a  rate  of 
1,200  pulses  per  minute.  It 
retails  at  £99.99.  The 
Grayling  Company.  Tel: 
071-2.55  1100. 


Scholl  ad 
spend 

The  recently  launched 
Odour  Control  range  from 
Scholl  is  being  supported 
by  a  £600.000  television 
advertising  campaign 
which  began  last  week. 

The  advertisement 
shows  the  effect  of  a 
fisherman's  smelly  feet  on 
fish  in  a  lake  and  the 
comtort  and  freshness 
achievable  with  Scholl 
Odour  Control  products. 

The  campaign,  which  is 
going  out  on  Central, 
Granada  and  Border 
television,  follows  hot  on 
the  heels  of  a  £1.4  million 
television  spend  last 
month  for  the  Scholl 
Natural  Toiletries  range. 

Scholl  say  that  the  foot 
odour  sector  is  now  worth 
over  £6m.  Scholl 
Consumer  Products  Ltd. 
Tel:  0582  482929. 


Aquafresh 

stripe 

hunt 

Customers  purchasing 
stripeless  tubes  of 
Smithkline  Beecham's 
Aquafresh  may  be  entitled 
to  a  £5,000  prize. 

The  "Someone  Has 
Stolen  (^ur  Stripes" 
promotion  leaves  some 
50ml  and  125ml  tubes  of 
the  Mild  and  Minty 
variants  devoid  of  their 
stripes.  Consumers  finding 
one  of  these  novel  tubes 
are  invited  to  send  the 
pack  back  to  receive  a  cash 
reward. 

All  purchasers  of 
Aqualresh  tubes  and 
pumps  can  also  enter  a 
£5.000  prize  draw  by 
completing  a  tie-breaker 
on  promotional  packs. 
Smithkline  Beecham.  Tel: 
081-360  5151. 


Kodak  print  push 


Kodak  are  boosting  their 
D&P  "Prints  by  Kodak" 
service  with  a  multi-stage 
promotion. 

It  is  designed  to  reach 
20  million  consumers  who 
will  hopefully  take  their 
films  to  be  developed  at 
Moss  Chemists  or 
pharmacies  using  Ihiichem 
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as  their  wholesaler. 

July  sees  the  start  of  an 
"in  wallet"  £1  off  5  ^  7in 
colour  processing  offer. 

This  will  be  followed  in 
August  by  another  chance 
to  take  part  in  the  £1  off 
4in  colour  processing 
offer.  Kodak.  Tel:  0442 
844832. 
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New  BNF  guidance  needed 
on  drugs  for  depression 


Liverpool  pharmacist  John 
Donoghue  has  challenged 
current  guidelines  which 
recommend  the  use  of  tricyclic 
antidepressants  (TCAs)  as  the 
drugs  of  first  choice  in  the 
treatment  of  depression. 

In  an  analysis  of  PACT  data 
from  three  family  health  service 
authorities,  he  has  been  able  to 
show  that  while  81  per  cent  of 
patients  are  prescribed  TCAs,  87 
per  cent  of  this  group  will  be 
given  a  dose  that  is  too  low  to 
be  effective. 

"It  shows  a  very  wasteful 
pattern  of  prescribing,"  he  told 
a  Young  Pharmacists  Group 
meeting  in  Maidstone  last 
Saturday.  "Failure  to  treat 
depression  properly  has  a  great 
social  cost." 

The  side-effect  profile  of  the 
older  TCAs  (amitriptyline, 
dothiepin,  imipramine)  make 
them  very  difficult  to  use  in  the 
GP  arena,  said  Mr  Donoghue. 

"I  question  the  British 
National  Formulary  statement 
that  TCAs  are  the  first  choice 
drugs  if  they  are  so  difficult  to 
use  effectively.  I  would  like  to 
see  greater  use  of  lofepramine 
and  selective  serotonin 
re-uptake  inhibitors  (SSRIs)." 

Most  pharmacists  are  not 
aware  of  the  seriousness  of 
depressive  illness,  he  believes. 
The  incidence  is  around  5  per 
cent  of  the  population, 
compared  to  4  per  cent  for 
angina  and  8  per  cent  for 
hypotension. 

More  deaths  arise  from 
depression  than  asthma,  a 
condition  which  receives  much 
greater  attention.  Depression 
accounts  for  10  per  cent  of  all 
GP  consultations,  although 
patients  may  at  first  present 
with  other  symptoms. 

The  greatest  cost  to  the  NHS 
from  depression  is  not  the  cost 
of  drugs  but  the  cost  of  hospital 
admissions,  said  Mr  Donoghue. 
Effective  treatment  in  the 
community  could  reduce 
psychiatric  referral. 

Currently  95  per  cent  of  all 
depressive  patients  are  treated 
by  their  GP  —  only  5  per  cent 
are  referred.  Yet  there  is 


concern  that  GPs  do  not  use 
antidepressants,  particularly 
TCAs,  effectively,  often 
prescribing  an  inadequate  dose. 

In  his  analysis  of  PACT  data 
from  three  FHSAs  Mr  Donoghue 
made  a  number  of  assumptions: 
•  the  minimum  effective  dose 


of  TCAs  is  125-1  50mg  per  day 

•  GPs  routinely  prescribe  in  28- 
or  30-day  cycles 

•  the  antidepressants  were 
prescribed  for  treatment  of  a 
depressive  disorder. 

In  all,  data  from  71,721  scripts 
were  analysed.  The  pattern  of 


prescribing  of  the  five  drugs 
most  regularly  used  to  treat 
depression  correlated  closely 
across  all  three  FHSAs  to 
produce  results  that  are  highly 
statistically  significant. 

The  results  show  that  1 5.6  per 
cent  of  the  scripts  were  for  an 
SSRI,  and  of  these  98.1  per  cent 
were  at  a  therapeutic  dose.  This 
compares  with  19.9  per  cent  of 
scripts  for  amitriptyline,  where 
only  7.8  were  at  therapeutic 
levels  (see  bar  chart).  While  35.5 
per  cent  of  scripts  were  for 
dothiepin,  only  17.5  per  cent 
were  at  an  adequate  dose. 

"There  is  a  significant 
difference  in  the  way  TCAs  are 
prescribed  compared  to  the 
newer  SSRIs,"  said  Mr  Donoghue. 

He  said  his  figures  have  not 
yet  been  fully  validated,  and 
offered  some  possible  reasons 
for  the  low  dose  of  TCAs: 

•  the  GP  was  titrating  the 
patient's  dose  (an  unlikely 
explanation,  he  said) 

•  the  TCA  was  being  used  as  an 
analgesic  (amitriptyline  is  used 
extensively) 

•  the  TCA  was  being  used  as  an 
anxiolytic  or  a  hypnotic  (even 
though  it  might  not  be  licensed 
for  such  indications). 

Mr  Donoghue  plans  to 
continue  his  study,  looking  at 
individual  GP  practices. 


Most  depressed  patients  left  undiagnosed 


Some  70  per  cent  of  those 
suffering  from  depression  are 
likely  to  go  undiagnosed.  Of 
those  whose  symptoms  are 
recognised  only  5  per  cent  will 
actually  benefit  from 
treatment,  suggests  consultant 
John  Henry  from  the  National 
Poisons  Unit  at  Guy's  Hospital. 

Some  of  those  diagnosed  are 
not  treated,  while  others  do 
not  get  their  script  dispensed  or 
do  not  comply  with  the 
prescribed  regime  (see  flow 
chart).  While  counselling  might 
give  insights  into  the  cause  of 
depression,  biochemical 
intervention  is  often  needed  to 
treat  the  illness,  said  Mr  Henry. 

The  "Health  of  the  Nation" 
set  the  target  of  cutting  the 
suicide  rate  by  1 5  per  cent  by 
the  year  2000,  but  it  is  very 
difficult  to  identify  potential 
suicide  cases. 

While  clinical  trials  have 
shown  all  antidepressants  on 


the  market  do  work,  there  is  a 
recognised  "compliance 
anomaly"  between  the 
triclyclics  (57-85  per  cent)  and 
the  SSRIs  (72-96  per  cent),  Mr 
Henry  noted.  "What 
contribution  do  these 
differences  make  to  suicide  and 
fatal  overdose,"  he  wondered. 

The  sedative  effects  of  TCAs 
can  be  quite  pronounced  and 
may  lead  to  patients  stopping 
treatment.  Between  25  and  75 
per  cent  of  scripts  for  TCAs  are 
for  sub-therapeutic  doses,  he 
added.  Many  patients  are  thus 
left  at  risk  of  suicide  or  fatal 
overdose. 

The  minimum  daily  dose  of 
amitriptyline  is  now  regarded 
as  75mg,  he  said,  and  that  of 
dothiepin  150mg,  although 
there  may  be  a  case  for  lower 
doses  in  the  elderly. 

Death  from  tricyclic  overdose 
can  occur  at  15-20mg/kg,  yet  as 
little  as  600mg  in  a  single  dose 


can  be  fatal.  The  average 
prescription  is  for  1,902mg. 
Death  usually  occurs  from 
arrhythmias  and  hypotension. 

Activated  charcoal,  with  its 
large  surface  area  to  bind  the 
drug  and  prevent  absorption,  is 
the  most  effective  treatment. 
"It  should  be  in  every  ward  in  a 
mental  hospital,"  said  Mr  Henry. 


The  depression  cascade:  a  hypothetical 
the  fate  of  TOO  depressed  people  in  the 


Diagnosed?   

AntideprosBsnt  prescriptlo 
10 

Compliance?  .  
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ADVERTISEMENT 


BAKER  NORTON 

LATEST  INFORMATION 

ON  THE  USE  OF 

LARGE  VOLUME  SPACER 

DEVICES 


Baker  Norton  has  become  aware  of  the  increasing 
debate  concerning  the  use  of  large  volume  spacer 
devices  with  clinically  equivalent  metered-dose 
inhalers  (MDls)  and  would  like  to  advise  health 
care  professionals  of  the  following: 

The  purpose  of  large  volume  spacer  devices  is 
to  aid  patient  co-ordination  of  actuation  with 
inhalation  and  to  reduce  oropharyngeal  deposition 
of  the  drug.  These  plastic  devices  are  not  subject 
to  UK  licensing  requirements,  and  indeed  are 
available  and  are  reimbursable  separately  from 
MDIs  as  appliance  items. 

Baker  Norton,  alongside  the  other  major 
manufacturers  of  MDIs,  recommends  the  use  of 
spacer  devices  in  accordance  with  the  guidelines 
established  by  the  British  Thoracic  Society '. 

A  pre-requisite  of  UK  licensing  approval  is  the 
need  to  demonstrate  bioequivalence  of  the  Baker 
Norton  MDI  brand  with  the  originator  product. 

Independent  data  have  clearly  demonstrated 
that  Salamol™  and  other  salbutamol  MDIs 


currently  available,  are  compatible  with  the 
Volumatic^  device  and  their  use  does  not  result  in 
significant  differences'  I  Health  care  professionals 
need  not  have  concerns  about  using  products 
such  as  Salamol™  Inhaler  with  these  devices. 

Baker  Norton  inhalers  are  manufactured 
to  high  standards.  Baker  Norton  is  part  of  a 
major  Healthcare  group  with  a  full  commitment 
to  research  and  development.  This  research 
includes  the  development  of  advanced  breath 
operated  inhalers  and  dry  powder  devices  for 
improving  the  treatment  of  asthma.  We  are 
also  members  of  both  pharmaceutical  industry 
consortia  actively  working  on  CFC  replacement 
propellants  to  ensure  that  we  remain  at  the 
forefront  of  asthma  management  in  line  with 
future  requirements. 

So  if  you  want  to  "Feel  Sure",  you  can 
rest  assured  of  the  quality  and  performance 
of  Baker  Norton  products.  A  name  that 
you  can  trust. 


SALAMOL  INHALER  (Salbutamol) 

Abbreviated  prescribing  information 
(Please  refer  to  full  data  sheet  before  prescribing) 
Presentation  Metered  dose  aerosol  delivering  100  meg 
Salbutamol  BP  per  actuation. 

Indications  Treatment  and  prophylaxis  of  bronchial  asthma. 
Dosage  Adults  (i)  Acute  bronchospasm  and  intermittent  episodes 
of  asthma  -  one  or  two  inhalations  as  a  single  dose, 
(ii)  Chronic  maintenance  or  prophylactic  therapy  -  two  inhalations  three 
or  four  times  a  day.  (iii)  To  prevent  exercise-induced  bronchospasm  - 
two  inhalations  should  be  taken  before  exertion. 

Children  (i)  Acute  bronchospasm  episodic  asthma  or  before  exercise  - 
one  inhalation,  (ii)  Routine  maintenance  or  prophylactic  therapy  - 
one  inhalation  three  or  four  times  daily. 

Contra-indlcations  In  spite  of  the  fact  that  salbutamol  has  been 
used  intravenously  and  orally  in  the  management  of  uncomplicated 
premature  labour  Salamol  Inhaler  should  not  be  used  for  threatened 
abortion  during  the  first  or  second  trimesters  of  pregnancy. 
Salamol  Inhaler  is  contra-indicated  in  patients  with  a  history  of 
hypersensitivity  to  its  constituents. 

Warnings  Potentially  serious  hypokalaemia  may  result  from  a  beta-2 
agonist  therapy.  It  is  recommended  that  serum  potassium  levels 
are  monitored  when  the  hypokalaemic  effect  may  be  potentiated 
by  concomitant  drugs  or  hypoxia.  Propranolol  and  other  non- 
cardioselective  beta-adrenoceptor  blocking  agents  antagonise 
the  effects  of  salbutamol. 

Precautions  Patients  with  hyperthyroidism  or  who  are  hypersusceptible 
should  use  salbutamol  containing  products  with  caution  as  should  those 
patients  suffering  from  diabetes  mellitus,  serious  cardiovascular  disorder 
or  hypertension.  Asthmatic  patients  whose  conditon  deteriorates 
despite  salbutamol  therapy,  or  where  a  previously  effective  dose  fails 
to  give  relief  for  at  least  three  hours,  should  seek  medical  advice, 
alternative  or  additional  therapy  including  corticosteroids  should  be 
instituted  promptly  although  adverse  metabolic  effects  of  high  doses 


of  salbutamol  may  be  exacerbated  by  concomitant  administration  of 
high  doses  of  corticosteroids. 

Side  Effects  Potentially  serious  hypokalaemia  may  result  from  beta-2 
agonist  therapy  (see  Warnings). 

Salbutamol  in  large  doses  may  cause  fine  tremor  of  skeletal  muscle 
(particularly  the  hands),  palpitations  and  muscle  cramps.  Slight 
tachycardia,  tenseness,  headaches  and  peripheral  vasodilatation  have 
also  been  reported  after  large  doses  but  these  are  less  usually  associated 
with  the  inhalation  dosage  form.  Use  in  pregnancy  and  lactation 
Salbutamol  should  be  used  during  pregnancy  or  lactation  only  after 
careful  consideration  by  the  medical  practitioner. 
Legal  category  1pom| 

Package  quantity  Metered  dose  aerosol  dispensing 

approximately  200  doses. 

Product  Licence  Number  PL  0530/0246 

Basic  NHS  Price  200  dose  1 00  meg/dose  £1 .57. 

References 

1  Thorax  1993;  48,  Supplement  S1-S24 

2  Lee  et  a/.  Int.  J.  Pharm.  Pract.  1993;  2:  1  72-5 

3  M.  Phillips,  West  Midland  Health  Pharmacy  Division 


Quality  Medicines  At  Sensible  Costs 

Further  information  is  available  on  request  from 

Baker  Norton,  Gemini  House,  Flex  Meadow,  Harlow  Essex  CM19  5TJ. 

Salomol  is  a  trademark  of  Baker  Norton 

Volurmatic  is  a  trademark  of  the  Glaxo  group  of  companies 
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Kodak  appreciates  the 
importance  of  the  UK 
pharmacy  trade. 

That's  why  we  have 
recently  teamed  up 
with  Chemist  Brokers 

to  serve  the  trade  to 
its  fullest  potential. 


Chemist  Brokers  will 
sell  a  portfolio  of  Kodak 
products  including 
Kodak  Gold  film  - 
already  the  No.l  choice 
of  consumers  and 
Kodak  Fun  single-use 
cameras  -  a  fast 
growing  new  market. 


Ka^m 


Kodak 


I  Kodak 
^  FLN 


We  have  the  products 
and  the  marketing  to 
increase  your  sales. 
To  demonstrate  our 
commitment  to  growth 
we  are  placing  a  massive 
£4  million  spend  behind 
Kodak  Gold  film  and  a 
further  £1.5  millioE- 
behind  Kodak  Fun  single- 
use  cameras  during  1994. 


CHEMIS  T  BROKERS 


FOOD  BROKERS  LIMITED 


Talk  to  Chemist  Brokers  and  be  on  the  side  of  the 
winning  team. 

If  you  would  like  more  information  about  Kodak  films 
or  Kodak  Fun  single-use  cameras  please  contact: 
Dawn  Sutcliffe  on  0442  61122. 


Kodak,  Gold  and  Fun  are  trade  marks. 


Is  communicating  an  art  or  a 
science?  It  can  be  argued  that 
the  theoretical  basis  is  deeply 
rooted  in  psychology,  itself 
within  the  domain  of  the 
behavioural  sciences.  This  has 
profound  (but  maybe 
unrecognised)  influences  on  the 
practice  of  pharmacy  today  — 
or  should. 

Nor  can  we  ignore  the  fact 
that  pharmacy  is  a  combination 
of  disciplines,  with  the  physical, 
chemical  and  biological  sciences 
traditionally  the  basis  of  the 
education  and  training  of 
pharmacists. 

However,  there  are  sciences 
other  than  these  traditional 
pharmacy-related  ones.  The 
Oxford  English  Dictionary 
provides  several  related 
definitions  of  the  word: 
Science  —  a  particular  branch 
of  knowledge  or  study;  a 
recognised  department  of 
learning. 

But  is  communication  an  art 
or  a  science?  Once  more  to  the 
dictionary: 

Science  —  contradistinguished 
from  art.  The  distinction  ...  is 
that  a  science  is  concerned 
with  theoretic  truth,  and  art 
with  methods  for  effecting 
certain  results.  Science  is 
extended  to  denote  a 
department  of  practical  work 
which  depends  on  the 
knowledge  and  conscious 
application  of  principles;  an 
art ...  being  understood  to 
require  merely  knowledge  of 
traditional  rules  and  skills 
acquired  by  habit. 

Most  pharmacists  would 
rather  have  skills  developed 
within  scientific  truth  and 
principle,  rather  than  those 
habitually  formed  by  repetition, 
with  the  inherent  dangers 
associated  with  this  type  of 
learning  —  most  predominantly 
a  potential  failure  to  develop 
personal  insight  into  the  skills 
base. 

A  science  ... 

Let  us  embrace  this  term 
"communication  skills"  as  a 
science,  and  describe  some  of 
the  underlying  "theoretical 
truths".  In  any  model  of 
communication  there  will  be 
three  main  elements: 

•  a  message  sender 

•  the  message  itself 

•  the  receiver. 

The  sender  encodes  the 
message  and  the  receiver 
decodes  the  message.  When 


The  art  and  science 
of  communication 

Skill  in  communicating  is  a  very  necessary  tool  for  every  pharmacist, 
but  is  it  time  to  re-evaluate  the  way  such  concepts  are  taught? 
asks  Ian  Bates  of  the  Centre  for  Pharmacy  Practice,  The  School 
of  Pharmacy,  University  of  London 
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communication  is  effective,  the 
message  sent  is  the  same  as  the 
message  received.  But  it  is  not 
always  so  easy  as  this!  Several 
variables  can  influence  the 
message,  and  these  account  for 


the  complexities  and  subtleties 
of  the  communication  process. 

The  model  must  also  take 
account  of  the  feedback  or 
interaction  of  the  process. 
There  are  five  main 


components  of  this  model: 

•  objectives  (or  goals) 

•  perception 

•  mediation 

•  action 

•  feedback. 

Goals 

Often  we  do  not  consciously 
formulate  goals  or  objectives 
during  a  communication,  and 
operate  on  a  subconscious  level. 
But  these  goals  have  a 
significant  effect  on  behaviour, 
both  on  ours  as  healthcare 
professionals,  and  on  those  of 
our  clients,  who  have  goals 
motivated  by  needs  —  health 
needs  in  particular.  For  patient 
satisfaction  to  occur, 
expectations  have  to  be 
satisfied. 

Mediating  factors 

Mediation  allows  evaluation  of 
the  extent  to  which  the  goals 
can  be  achieved.  It  indicates  if 
more  or  different  action  needs 
to  be  taken;  it  may  indicate  if 
different  goals  need  to  be 
formulated.  It  is,  therefore,  a 
decision-making  process,  and 
can  be  broken  down  into 
component  parts,  of  which 
cognition  and  emotion  are 
important. 

Cognition  The  process 
whereby  the  input  is  altered, 
stored,  recovered  and  used  in 
some  way.  Our  thinking  skills 
are  extended  and  refined  by 
experience  and  practice,  but  are 
a  learned  response.  We  can 
learn  to  think  in  a  more  concise 
way  about  problems.  A  skilled 
pharmacist  ccn  make  rapid, 
accurate  judgments  about 
clients,  and  be  able  to 
problem-solve  and  make 

Continued  on  p55 
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decisions  during  consultations. 

Emotion  Emotion  is 
important  in  two  ways.  The 
emotional  state  of  the 
pharmacist  will  influence  any 
conversation.  The  emotional 
state  of  the  patient  needs  to  be 
assessed  by  the  pharmacist.  Its 
components  are: 

•  a  direct  conscious  experience 
or  "feeling"  of  emotion 

•  a  series  of  physiological 
processes  which  accompany  this 
feeling 

•  verbal  and  non-verbal 
behaviours  which  express  and 
convey  the  emotion. 

Actions  and 
feedback 

Once  a  goal  has  been  decided 
upon,  and  a  related  response 
formulated  (cognition),  we 
need  to  implement  this 
response  (or  plan)  in  terms  of 
direct  action. 

Feedback  allows  us  to  assess 
the  effectiveness  of  our 
communication,  and  take 
corrective  action  if  necessary. 

This  social  feedback  will  take 
the  form  of  verbal  and 
non-verbal  reactions  of  the 
patient  towards  us.  Failure  to 
do  this  will  mean  that  we  will 
deal  with  the  situation  in  a 
subconscious  manner,  which 
will  further  alienate  the  client. 

Perception 

Perception  provides  us  with 
vital  information  about  the 
environment.  Our  perceptions 
are  not  always  accurate  and 
may  distort  our  appreciation  of 
a  situation.  "Disabled"  people, 
in  wheelchairs,  for  example,  are 
often  treated  as  mentally 
incapacitated  in  addition  to 
their  physical  problems. 

Personal  factors  will 
particularly  influence  our 
immediate  perception.  It  is  clear 
that  an  understanding  of  these, 
together  with  appropriate 
training,  is  necessary  for  skill 
levels  to  increase  in  individuals. 

But  what  are  communication 
skills  going  to  be  useful  for? 
Why  should  we  be  more 
"skillful"  and  scientific  about 
them?  There  are  two  important 
reasons. 

The  first  hardly  needs  stating. 
We  are  primary  care  health 
professionals  who  need  to 
assess  and  evaluate  the  health 
problems  of  patients,  and 


decide  what  to  do  about  them. 
This  clearly  involves  diagnosing, 
decision-making,  planning  and 
counter-prescribing. 

We  must  also  think  about  the 
general  context  surrounding 
communication  skills.  The 
scientific  basis  is  apparent,  and 
so  is  the  skill  basis  —  that  of 
application  of  principles  for 
something  practical.  But  where 
does  the  science  of 
communication  lie?  Should  we 
be  considering  communication 
skills  in  a  wider  educational 
context,  relating  the 
behavioural  sciences  more 
closely  with  pharmacy  practice? 

Related  science 

Let  us  have  a  look  at  some 
related  science.  It  is  clear  that 
we  all  have  different  priorities 
when  it  comes  to  our  own 
health.  It  is  not  surprising  that 
our  patients  and  clients  also 
have  a  variety  of  needs. 

How 
should  we 
know  what 
they  are 
and  how 
should  we 
respond  to 
them? 
What  IS  the 
significance 
of  these 
needs  and 
priorities? 
And  if 
these 
questions 
are 

difficult, 
what  are 
we  to 
make  of 
needs  and 
priorities 
when  it 
comes  to 
ill-health? 

For  all 
the  vast 
amounts  of 
money 
spent  on 
advanced 
formulations, 

new  drugs,  molecular  biology 
and  genetic  engineering  to 
produce  better  and  more 
effective  medicines,  all  of  this  is 
potentially  wasted  and 
impotent  as  soon  as  we  hand 
over  the  medicine  to  a  patient. 

We  do  not  know  why  some 
patients  do  not  take  or  use 
their  therapies  as  we  advise.  We 
do  not  know  why  some  patients 


are  refractory  to  medical 
advice.  These  are  the  misty 
domains  of  sociology  and 
psychology,  but  they  are  not 
trivial  influences. 

For  example  ... 

Some  aspects  of  sociology  as 
applied  to  pharmacy  can  be 
illustrated  with  examples  based 
in  scientifically  researched  fact. 

The  way  in  which  people 
respond  to  symptoms  is  often 
more  complex  than  might  at 
first  be  imagined.  For  instance, 
it  might  be  assumed  that  a 
simple  correlation  exists 
between  the  severity  of 
symptoms  and  the  decision  to 
consult  a  health  professional  — 
the  worse  the  patient  feels  the 
more  likely  they  are  to  seek 
healthcare  advice. 

In  reality  this  does  not 
happen,  and  there  is  little 
correlation  between  the 
occurrence  of  symptoms  and 

presentation 
^  of  these  to 
f}  '  -i  a  health- 

■■*    '  "  care 

'"^'^-^r-^   ,  professional. 

^  ■         The  use 
af««,^r.-^^  of  health 

services  is 
influenced 
by  a  wide 
range  of 
factors 
which 
sometimes 
override 
the  sever- 
ity of  the 
symptoms. 
Many  of 
these 
factors 
have  been 
identified 
and 
studied 
since  the 
inception 
of  the  NHS 
in  1948. 
To 

understand 
how 
patients 
respond  to  ill-health  it  is  useful 
to  appreciate  the  difference 
between  illness  and  disease. 
Disease  refers  to  a  pathological 
or  biological  condition  (eg 
cancer  of  the  lung,  or  kidney 
failure).  Illness,  on  the  other 
hand,  concerns  individuals' 
responses  to  symptoms  —  how 
they  feel,  experience  and  make 
sense  of  their  sickness. 


Illness  and  disease  are  not 
synonymous  —  it  is  possible  to 
feel  ill  without  suffering  a 
disease  and  to  suffer  a  disease 
without  feeling  ill.  A  woman 
who  has  cervical  cancer  may 
feel  perfectly  healthy,  for 
example,  while  someone  who  is 
ill  through  excessive  stress  may 
not  exhibit  a  pathological 
disease. 

A  fine  distinction 

The  distinction  between  illness 
and  disease  is  important 
because  it  emphasises  the  fact 
that  the  way  people  respond  to 
symptoms  is  often  as  important 
as  the  disease  state  itself. 

The  boundary  between 
sickness  and  health  is  not  clear 
cut.  Illness  is  a  variance  from 
normality,  and  what  is 
"normal"  varies  between 
cultures  and  groups  within 
society. 

People  therefore  evaluate 
their  physical  and/or  emotional 
sensations  in  terms  of  their 
knowledge,  experience  and 
advice  from  other  people. 
When  we  talk  of  illness 
behaviour,  we  are  saying  that 
responses  to  symptoms  are 
learned  in  accordance  with  the 
individual's  social  environment. 

Although  lower  back  pain  is 
quite  a  common  condition 
among  women  living  in  low 
socio-economic  environments,  it 
is  not  considered  symptomatic 
of  any  disease  or  disorder,  but 
rather  part  of  their  everyday 
existence.  For  women  in  more 
favourable  circumstances,  the 
onset  of  back  pain  is  more  likely 
to  result  in  a  visit  to  a  GP. 

It  is  further  argued  that 
illness  is  not  just  a  biological 
state,  but  has  a  social  role  — 
leading  to  the  so-called  "sick 
role"  adopted  by  persons  who 
are  "ill".  This  distinction  has  a 
strong  social  purpose,  although 
a  description  is  outside  the 
boundaries  of  this  particular 
article. 

Relationships 

Another  sociological  aspect  to 
consider  is  that  while 
pharmacists  are  being 
encouraged  to  communicate 
with  patients,  patients  are 
being  encouraged  to  seek 
advice  from  their  pharmacist. 
So  what  form  might  the 
relationship  between  the  two 
take? 

Continued  on  p56 
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There  aie  few  (if  any) 
sociological  studies  of  the 
interactions  between 
pharmacists  and  patients.  The 
GP-patient  relationship, 
however,  has  been  extensively 
studied. 

Sociologically,  the  interaction 
between  health  professionals 
and  patients  comprises  what 
may  be  termed  a  consensual 
relationship,  ie  one  of  stable 
interaction,  with  both 
participants  assuming  shared 
expectations  and  values. 

The  medical  profession  serves 
the  functions  of  treating  and 
legitimising  illness,  while 
patients  acknowledge  the 
authority  of  doctors.  The 
doctor-patient  relationship  is 
reciprocal  in  nature. 

What  is  education? 

It  IS  evident  that 
communication  skills  have  a 
scientific  basis,  and  that  the 
behavioural  sciences  have  a 
valid  place  in  pharmacy 
education. 

But  what  is  "to  educate"? 
Remember  that  one  definition 
of  a  "science"  is  being  able  to 
apply  theoretical  truths  and 
principles.  The  process  of 
education  only  occurs  if  it  is 
associated  with  change.  With 
behavioural  change  in 
particular  we  are  not  educated 
unless  something  we  know 
modifies  the  way  we  behave  — 
and  that  means  the  way  we 
think. 

When  we  experience 
anything  which  is  designed  to 


A, 


alter  our  beliefs,  then  that  is 
part  of  our  education.  The 
acquisition  of  knowledge  has  to 
have  an  effect  on  our 
behaviour  if  it  is  to  be  useful. 

Undergraduate  courses  are 
educative  in  some  ways  —  but 
by  no  means  always  very 
effective.  Teachers  of  pharmacy 
(and  related  disciplines)  still 
tend  to  produce  walking 
encyclopedias  of  fact  rather 
than  cognitive  problem-solving 
pharmacists. 

We  do  not  educate  students 
to  "think"  as  much  as  we  would 
like  to  think.  Some  of  the 
evidence  for  this  is  obvious  — 
the  exam-driven  nature  of 
undergraduates,  for  instance. 

We  do  not  instill  the  concept 
of  life-long  learning  in  our 
undergraduates.  This  is  due  to 
many  factors  —  poor  curriculum 
design,  the  encouragement  of 


surface  learning  in 
undergraduates,  the  remote 
nature  of  many  teachers. 

But  it  may  be  due  to  a  lack  of 
appreciation  and 
understanding  of  the 
behavioural  sciences  in  the 
context  of  pharmacy.  And  it 
may  be  due  to  poor 
communication  skills. 

To  summarise 

To  educate  effectively  is  to 
bring  about  a  behavioural 
change  in  a  person  using 
knowledge  and  fact.  To  bring 
about  this  change 
educationally,  communication 
skills  will  be  a  valuable  and  a 
necessary  tool. 

Earlier  it  was  stated  that 
communication  skills  were 
necessary  for  the  obvious  roles 
and  duties  of  community 
pharmacists. 


The  nature  of  NHS  change, 
and  the  direction  of  general 
NHS  policy  is  to  emphasise  their 
primary  care  function.  Indeed 
NHS  contractual  payments  are 
beginning  to  recognise  services 
provision,  in  addition  to 
piecemeal  payment  for  drug 
supply,  and  this  trend  may  well 
continue. 

An  influential  aspect  of  the 
primary  care  nature  of  health- 
care in  the  UK  is  health 
promotion  and  health 
education.  Pharmacists  are 
being  used  increasingly  as 
providers  of  health  education, 
but  are  we  any  good  at  this? 

If  we  are  to  be  health 
educators,  and  maybe  receive 
payment  for  it,  then  it  follows 
that  we  must  actually  educate 
our  patients  and  clients.  And  to 
educate  is  to  change  behaviour. 

Giving  the  "facts"  on 
smoking  or  drug  misuse,  for 
instance,  or  handing  out  a 
leaflet,  is  not  going  to  change 
anybody's  behaviour  on  its 
own. 

Vital  messages 

The  communication  of  the 
message  on  health  is  vital  in  the 
education  process.  If  the 
communication  is  poor,  then 
the  education  is  poor. 

The  set  of  skills  known  as 
"communication"  has  to  be 
used  by  every  pharmacist,  and 
used  well,  otherwise  it  does  not 
matter  how  well  designed  a 
course,  or  a  leaflet,  or  a 
campaign  is.  It  will  fail  without 
adequate  communication  skills 
by  the  primary  healthcare 
provider.  That  means  us. 


Let  Carnsttion  do 
the  footwork 


T. 

c  strongest  selling  point 
for  Carnation  Corn  Caps  and 
Verruca  Treatment  is  their 
TOTAL  EFFECTIVENESS, 

Take  Carnation  Corn  Caps  for 
instance  -  they  offer  a  complete 
1 0  day  course  in  one  pack  for 
sate  and  efficient  removal  of  corns, 
thanks  to  the  specially  medicated 
plasters.  That's  combined  with  a 
high  degree  of  comfort,  because  the 
plasters  incorporate  soft  felt  rings 
to  relieve  the  pressure  and  rubbing 

Then  there's  Carnation  Verruca  Treatment  •  an  easy 
no  mess,  no  kiss  treatment,  again  with  a  complete 
course  in  one  pack.  This  consists  of  4  plasters  containing 
medicated  ointment  tor  a  safe,  painless  treatment,  plus  one 


protective  plaster  and  scift  foot  padding  for  instant  relief 
from  pain  and  discomfort 

Both  products  come  in  eye  catching 
counter  displays  and  are  backed  up 
with  a  strong  advertising  campaign 
in  the  women's  interest  press. 

Also  watch  out  for  the  brand  new 
Foam-o-felt  range  of  corn  produces 
that  now  provide  unparalleled  levels 
of  comfort  and  protection. 


''"'•Sf.""oro„:V'>use 


^CARNATION 


Cuxson  Gerrard  &  Co.  Ltd  Oldbury,  Warlcy,  West  Midlands  B69  3BB 

Carnation  is  a  trademark  of  Cuxson  Gerrard 


So  Stock  up  with  Carnation  Footcare 
77ic\'  w  ork  tor  vou  because  chcy  worL 
tor  \  our  cuscomcrs   For  more  information 
contact  your  English  Grains  ffcalthcare 
Representative,  on  0283  221616 
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support  you  can  count  on 


IS 


UNIQUE  NEW  OPPORTUNITY 

❖  The  modern  solution  for  tired,  aching  legs, 
swollen  ankles  and  superficial  varices 

❖  Graduated  support  proven  in  clinical  trials 

MASSIVE  MARKET  POTENTIAL 

❖  Extensive  U.K.  market  research  and  consumer 
trials 

❖  92%  of  women  who  tested  the  product  said 
they  would  buy  again 

❖  Already  successfully  launched  in  overseas 
markets 

COMPREHENSIVE  SUPPORT  PROGRAMME 

National  consumer  advertising  campaign 
Extensive  consumer  sampling  and  education 
programme 

New  pharmacy  display  system  to  encourage 
self-selection 


INCREMENTAL  BUSINESS  IN  PHARMACY 

'I^  1 1  million  sufferers  currently  not  treating 
95%  of  potential  trialists  expect  to  buy  in 
pharmacy 


SYSTEM 

Aiili-I.iligiu'  lit;hls 
with  tlircc  levels  ol  supporl 


SlIEl'Il  ATTRACTIVE  TIGHTS 
I'OR  SUPPORT  AND  COMIX)R'l 
ALL  DAY  1,0N(; 


Support  Hosiery  -  no-one  knows  more  than 


To  find  out  more  about  how  you  can  profit  from  stocking  the  753  Comfort  System  Range, 
please  contact  your  Scholl  Territory  Manager  or  Customer  Services  on  0582  482929. 


'Best  case  scenario' 
from  Numark 
offers  host  of 
opportunities 

It  is  natural  to  speculate  in  the 
run-up  to  Numark's  proposed 
restructure  —  an  event  of  great 
potential  for  independent 
community  pharmacy  —  as  was 
done  in  Comment  last  week. 

It  is  interesting  that  you 
chose  to  look  at  "the  worst  case 
scenario"  when  we  are  on  the 
threshold  of  what  may  well 
prove  to  be  a  positive  renais- 
sance for  both  the  independent 
retailer  and  wholesaler  alike.  It 
would  seem  reasonable, 
therefore,  to  consider  also  the 
"best  ca.se  scenario". 

•  independent  community 
pharmacists  will  have  the 
chance  to  control  their 
marketing  future  through  a 
company  they  will  own 

•  they  will  also  enjoy  financial 
returns  currently  not  available 
to  them,  improving  their 
front-shop  profit  potential  — 
particularly  important 
long-term  as  NHS  margins 
continue  to  be  eroded 

•  nominated  Numark 
wholesalers  will  have  the  chance 
to  work  with  a  much  larger 
retailer  membership, 
strengthening  their  businesses 

•  Numark  services  will  be 
available  nationwide  — 


benefiting  retailers  —  and  also, 
through  a  broader  retailer  base, 
strengthening  the  brand  before 
the  consumer 

•  independents  need  no  longer 
feel  threatened  by  aspects  of  the 
consolidation  of  wholesaler 
ownership,  but  will  have  the 
right  to  be  involved  in  the 
choice  of  wholesalers  and  other 
methods  of  distribution. 

In  summary,  the  independent 
sector  will  be  equipped  to 
compete  on  much  stronger 
terms  :igainst  the  multiples  and 
to  anticipate  a  brighter  and 
more  certain  future. 

This  "best  case  scenario"  is 
markedly  different  from  the 
portrait  you  paint,  but  deserves 
equal  consideration.  As  you  have 
recently  reported  (C&l)  AprW 
16),  we  are  still  in  the  throes  of 
finalising  the  details  of  the  offer 
to  the  current  wholesaler 
shareholders  and  to  the  retailers 
who  would  be  able  to  become 
shareholders  in  the  new-style 
Numark.  Until  this  offer  has 
been  defined,  no  one  is  in  a 
position  to  answer  every  single 
question  you  pose. 

However,  within  Numark  we 
are  in  no  doubt  that  a 
substantial  number  of 
pharmacists  will  elect  to  become 
shareholder  members  of  the 
new  company,  which  they  will 
thus  own.  As  you  are  aware, 
there  are  some  8,000  plus 
independent  community 


pharmacies  in  the  UK. 

Consolidation  of  ownership 
within  wholesaling  is  a  fact,  as  it 
is  within  community  pharmacy, 
and  a  key  objective  of  the 
restructure  is  to  protect  the 
independent  from  some  of  the 
aspects  of  that  consolidation. 

At  the  same  time,  Numark 
have  been  very  successful  in 
attracting  new  wholesalers,  as 
follows,  since  1991:  Sangers 
(Northern  Ireland),  Graham 
Tatford,  Mawdsley-Brooks, 
United  Drug,  Smith  &  Hill,  East 
Anglian  Pharmaceuticals,  Robert 
Smith  (Derry),  Sangers 
(Maidstone)  and  Norscot 
Pharmaceuticals. 

Unichem  have  recently 
purchased  Bradford  Chemists' 
Association  and  Hall  Forster  and 
the  company  is  operating  these 
businesses  as  Numark 
wholesalers.  Future 
arrangements  for  additional 
wholesalers  or  the  extension  of 
activities  of  existing  wholesalers 
or  other  means  of  distribution 
will  be  discussed  in  an  open 
manner. 

What  will  be  different  will  be 
the  opportunity  for  the  retail 
members,  as  shareholders,  to  be 
involved  in  such  choices  within 
the  legal  structure  which  will 
guide  the  new  company. 

Clearly  we  are  working  hard 
to  put  together  the  offer  that 
will  satisfy  the  needs  of  both 
present  and  future  shareholders. 
Given  agreement  to  the  final 
offer  by  Numark  wholesalers  on 
July  20,  we  will  launch  it 
publicly  in  September,  when 
pharmacists  will  have  the 
opportunity  to  judge  it  for 
themselves. 

Such  a  radical  change  is  not 
done  without  debate,  but  this 
change,  if  it  is  successful, 
represents  one  of  the  most 
important  and  innovative 
proposals  to  be  offered  to 
independent  community 
pharmacists  in  the  last  20  years. 

Terry  Norris 

Mandging  director,  Numark 


Pricing  those 
private  scripts 

I  am  pleased  to  see  the  attention 
that  you  are  giving  to  the 
pricing  of  private  scripts.  This  is 
something  that  Sheffield  LPC 
looked  at  some  years  ago  when 
were  were  asked  to  update  the 
Pharmaceutical  Society's 
guidelines.  Unfortunately,  like 
the  RPSGB  and  the  National 
Pharmaceutical  Association,  we 
came  to  the  conclusion  that  this 
would  be  considered  "price 
fixing"  by  the  Office  of  Fair 
Trading. 

The  OFT  has  considerable 
powers,  and  any  investigation  by 
them  can  be  extremely  costly 
and  time  consuming.  I  would, 
therefore,  urge  all  representative 


bodies  to  refrain  from  producing 
any  list  of  charges. 

There  does  not,  however, 
appear  to  be  any  restriction  on 
individuals  passing  on  their 
method  of  pricing,  so  for  what  it 
is  worth,  this  is  my  situation. 

We  normally  use  our  Hadley 
Hutt  PILS  system  to  calculate 
the  price.  On  inquiring  with 
Hadley  Hutt,  I  was  informed 
that  the  built-in  system  was 
based  on  the  RPSGB's  original 
pricing  structure,  but  that  this 
could  easily  be  changed  via  a 
disc  in  the  post.  All  they  needed 
to  know  was: 

•  the  mark-up  percentage  to  be 
used 

•  the  dispensing  fee  to  be 
charged 

•  the  minimum  fee  to  be 
charged. 

It  sounds  simple,  but  it  did 
cause  me  some  problems  in 
deciding  the  various  rates.  My 
solutions  were  as  follows: 

•  Mark-up.  Fifty  per  cent  on 
cost  —  traditional!  Why  we  have 
inherited  50  per  cent  as  opposed 
to  a  higher  level  I  just  don't 
know.  I  was  speaking  to  a 
computer  programmer  who  had 
to  rewrite  his  program  when  it 
was  offered  to  jewellers  to  take 
account  of  their  phenomenal 
mark-ups. 

•  Dispensing  fee.  Here  I  opted 
for  £1.30.  My  reasoning  was 
based  on  the  new  NHS  fees 
(from  August)  of  £1.29  for  the 
first  1,800,  and  93.8p  thereafter. 
Because  I  dispense  more  than 
1,800  items,  I  know  that  if  the 
prescription  had  been  an  NHS 
one,  then  I  would  have  received 
93.8p.  Because  it  is  private  I 
have  the  additional  tasks  of 
entering  the  details  in  the 
private  prescription  book, 
retaining  it  and  storing  it. 

•  Minimum  fee.  I  elected  for 
£2.50  for  no  real  reason  other 
than  a  gut  feeling  that  below 
this  figure  the  effort  involved 
outweighed  the  return. 

The  program  also  has  an 
override  that  stops  charging  a 
dispensing  fee  and  reverts  to 
cost  plus  50  per  cent  for  more 
expensive  items  as  did  the  old 
RPSGB  scale.  We  also  make 
additional  charges  for 
extemporaneously  dispensed 
items  and  containers.  These  are 
based  on  the  Drug  Tariff  rates. 

So  that's  my  scale.  I  expect  to 
be  shot  down  in  flames  by  those 
able  to  provide  logical  reasons 
as  to  why  the  figures  should  be 
different! 

As  an  aside,  it  is  interesting  to 
note  the  return  from  a  private 
prescription  compared  with  that 
from  an  OTC  medicine  sold  with 
full  counselling  and  advice  from 
the  pharmacist.  The  latter  may 
well  take  considerably  more 
time  and  has  no  "professional 
fee"  attached. 


Martin  Bennett 

Sheffield 


For  the  treatment  of 
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Presenting  Double  Agent  Eurox  He. 
Mission:  To  locate  and  eliminate  itching 
and  inflamnnation. 

Weapons:  Crotamiton  to  relieve  itching. 
Hydrocortisone  to  reduce  inflammation^ 
Duration  of  Mission:  Up  to  10  hours. 
Status:  The  only  combination  steroidal 
product  available  OTC. 
Eurax  He.  Licence  to  Quell. 
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-TIVE  INGdfDKNIS  Eurax  He  (onlaini  Crotamiion  BP  10%  and  Hydrocortisone  BP  0  25%.  Inditations:  Relief  o(  inflammation  and  pruritus  associated  with  irritant  contact  dermatitis,  allergic  contact  dermatitis  and  insect  bite  reactions  DOSAGE  AND 
JMINlitftMION  Adults  and  children  over  10  years  Apply  sparingly  over  a  small  area  twice  a  day  for  a  maximum  period  ol  I  week.  Occlusive  dressings  should  not  be  used  Not  recommended  lor  children  under  10  years  Contra  Indications  Hypersensitivity 
an/  component  ol  the  formulation  Bacterial,  viral  or  fungal  inlpclions  of  the  skin  Acute  exudative  dermatoses  Application  to  ulceiated  areas  Use  on  the  eyes/face,  ano  genual  region,  broken  or  inlecied  skin  including  cold  sores,  acne  and  athletes  foot. 
de  effects  Occasionally  at  the  site  of  application  signs  of  irritation  such  as  a  burning  sensation,  itching,  contact  dermalitis/contact  alleigy  may  occur  Use  in  pregnancy  and  lactation  Use  in  pregnancy  oi  lactation  should  only  be  at  the  doctot's  discretion. 
LEGAL  CAIEGOfiy  P  PRODUCT  LICENCE  NUMBER  000I/50I0R  DISTRIBUTOR:  Zyma  Healthcate,  Holmwood,  RH5  4NU  DATE  OE  PREPARATION.  June  1994.  PRICE  t2.49. 


Even  in  the  best  run 
organisations  things  can  go 
wrong.  A  junior  clerk  can 
misunderstand  the  procedure 
for  paying  bills  and  accidentally 
pay  a  bill  twice.  Or  someone 
could  misinterpret  the  terms  of 
a  contract,  so  your  company 
ends  up  paying  more  than  is 
due. 

What  happens  then?  Can  you 
recover  the  money? 

On  the  other  side  of  the 
transaction,  you  might  receive 
money  which  has  apparently 
been  paid  by  mistake.  Can  you 
keep  the  excess?  Is  the  position 
different  if  you  have  spent  the 
money,  without  realising  you 
have  received  too  much? 

Let's  look  at  the  problem  first 
from  the  point  of  view  of  the 
person  who  has  made  the 
overpayment.  What  must  they 
prove  to  recover  the  money 
paid  by  mistake? 

Paid  too  much? 

The  first  step  is  to  show  that 
the  mistake  was  one  of  fact  and 
not  of  law.  This  is  a  technical 
distinction  which  can  best  be 
understood  by  looking  at  the 
decided  cases  on  this  area. 
Usually,  only  payments  made 
because  of  a  mistake  of  fact  can 
be  recovered. 

Many  cases  of  mistake  of  fact 
arise  in  the  banking  area.  For 
example,  where  a  bank  pays 
out  on  a  forged  cheque  or 
contrary  to  a  stop  instruction, 
these  are  taken  to  be  mistakes 
of  fact.  On  the  other  hand,  a 
classic  mistake  of  law  occurred 
where  an  insurer  did  not 
appreciate  that  on  the  facts  he 
knew  about,  he  could  have 
refused  to  pay  out  under  a 
policy  on  the  grounds  of 
non-disclosure  of  a  material 
matter. 

Misunderstanding 
contracts 

Some  cases  are  less  clear.  What 
happens  if  you  make  an 
overpayment  because  you  have 
misunderstood  the  terms  of  a 
contract? 

Some  cases  state  that  a 
mistake  as  to  the  terms  of  a 
contract  is  a  mistake  of  law, 
and  any  payment  made  as  a 
result  is  irrecoverable.  But  other 
cases  cast  doubt  on  this  position 
and,  in  certain  circumstances,  a 
challenge  to  the  general  rule 
may  be  possible. 

In  one  case,  a  Mr  Cooper 
agreed  to  pay  rent  to  a  Mr 
Phibbs  in  respect  of  a  fishery 
which  Mr  Cooper  already 
owned,  although  he  was  not 
aware  of  this.  When  he 
discovered  his  mistake,  he 
claimed  repayment  of  the 
money.  The  House  of  Lords 
ruled  that  this  was  a  mistake  as 
to  his  private  rights  and 
therefore  one  of  fact. 

At  the  moment,  the  balance 
is  such  that  a  mistake  as  to  the 
terms  of  a  contract  will,  in  most 
cases,  be  held  to  be  a  mistake 
of  law.  However,  each  case  is 
worth  considering  on  its  merits. 

If,  having  analysed  the  facts, 
it  appears  that  there  was  a 
mistake  of  fact,  the  next  stage 
is  to  prove  that  the  payment 
was  made  because  of  the 
mistake. 

Imagine,  for  example,  you 
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How  to  claw 
back  those 
overpayments 


What  happens  when  you  go  back  over  your  cheque  stubs  to 
discover  you  have  paid  the  electricity  bill  twice?  Or  you  receive 
two  lots  of  FHSA  payments  in  one  month?  Steve  Sidkin  and 
Elizabeth  Mayer  look  at  how  you  can  set  the  record  straight 


find  you  have  bought  some 
equipment  from  a  supplier  with 
a  name  similar  to  your  usual 
supplier,  believing  them  to  be 
the  same.  If  you  would  have 
dealt  with  the  new  company  in 
any  event,  you  would  not  be 
able  to  recover  your  money. 
The  mistake  would  not  have 
caused  the  payment. 

Having  established  these  two 
matters,  a  case  for  recovery  has 
been  made.  But  there  are 
defences  available  to  the 
person  to  whom  payment  has 
been  made.  The  typical  reaction 
of  the  payee  is  to  say  that,  as 
they  were  unaware  of  the 


mistake  and  have  either  spent 
the  overpayment  or  used  it  in 
some  other  way,  they  should 
not  be  made  to  return  it. 

Simply  not  being  aware  of 
the  mistake  is  not  sufficient. 
There  is  no  requirement  for  the 
mistake  to  be  known  to  the 
payee  to  have  money  repaid. 
So,  where  a  bank  wrongly  paid 
out  on  a  cheque  contrary  to  a 
stop  instruction  from  its 
customer,  they  could  still  claim 
recovery  of  the  money,  even 
though  the  payee  was  not 
aware  of  the  mistake. 

But  payees  may  successfully 
resist  a  claim  for  repayment  if 


they  can  prove  that  their 
position  has  been  unfairly 
prejudiced  by  relying  on  the 
mistaken  payment.  Generally 
this  involves  proving  that  (a) 
the  payer  made  a  represent- 
ation of  fact  which  led  the 
payee  to  believe  that  it  was 
entitled  to  treat  the  money  as 
its  own,  (b)  that  the  payee 
relied  on  the  representation  to 
change  its  position  to  its 
detriment  and  (c)  that  the 
payee  was  not  at  fault  either  in 
relation  to  the  mistake  being 
made  or  in  acting  to  its 
detriment. 

Probably  the  most  difficult 
part  of  this  defence  to  establish 
is  that  the  payee  has  acted  to 
its  detriment.  Simply  spending 
the  money  is  not  enough. 

When  spending  is 
not  enough 

Examples  from  cases  of 
sufficient  detriment  are  paying 
the  money  to  a  third  party 
which  the  payee  thought  it  had 
a  duty  to  pay  and  from  which 
there  is  no  prospect  of  recovery, 
and  investing  money  in  a 
company  which  has  gone  into 
liquidation. 

Other  cases  suggest  that  if  a 
person  has  significantly  altered 
their  life  style  as  a  result  of  the 
overpayment,  and  the  payer 
was  in  some  way  at  fault  in  not 
keeping  the  payee  informed  of 
the  mistake,  this  might  operate 
as  a  good  defence  to  a  claim  for 
repayment. 

Whose  fault? 

To  resist  a  claim  for  repayment, 
the  payee  must  show  that  it  is 
not  at  fault  in  any  way.  So  if  a 
payee  is  aware  that  too  much 
money  has  been  paid,  but  uses 
the  excess  to  its  detriment  in 
any  event,  there  will  be  no 
defence  to  a  claim  for 
repayment. 

Cases  of  mistaken  payment 
very  much  depend  on  their 
facts.  It  is  important  to  apply 
the  legal  principles  to  each  set 
of  facts  in  order  to  reach  a 
decision  as  to  whether  or  not 
money  is  repayable. 
Steve  Sidkin  and  Elizabetli 
Mayer  worl<  for  the  City  law 
firm  Fox  Williams. 
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Business  news 


Bad  news  for 
pharmacy  wages 


Most  small-  to  medium-sized 
multiples  are  tightening  their 
belts  and  are  currently  offering 
salaries  at  or  below  the  rate  of 
inflation. 

But  almost  half  have  yet  to 
decide  this  year's  increases.  They 
may  well  review  salaries  every 
15-18  months,  rather  than  every 
year. 

These  are  some  of  the  results 
from  a  salary  survey  published  in 
the  latest  newsletter  from  the 
Institute  of  Pharmacy  Manage- 
ment International,  which  notes 
differences  in  pay  rises  for 
company  executives,  managers, 
locums,  dispensers  and  sales 
assistants. 

Executives  seem  to  have  come 
out  best,  with  a  3.1  per  cent  pay 
rise  last  year.  The  outlook  for 
1994  is  worse,  with  increases  set 
at  just  over  2  per  cent. 

Despite  pharmacist  managers 
receiving  pay  rises  much  closer  to 
the  retail  price  index  over  the  past 
few  years,  1993  .saw  pay  rises 
moving  up  just  2.2  per  cent.  And 
of  those  that  had  already  been 
offered  a  pay  rise  this  year,  this 
came  to  an  average  of  2  per  cent. 

Managers  have  also  been  hit  by 
scaled  down  incentive  schemes. 
Although  they  enjoyed  schemes 
paying  up  to  a  9  per  cent  bonus  in 
1992,  this  year  they  will  be 
expecting  only  5  per  cent. 


Fewer  and  fewer  companies  are 
providing  managers  with  car 
allowances.  Of  those  that  do, 
most  pay  no  more  than  20p/mile 
for  oxygen  deliveries  or  res- 
idential home  visits,  a  reduction 
on  the  previous  two  years. 

At  the  bottom  of  the  1994  pay 
rise  scale  are  non-managing 
pharmacists,  locums  and  retail 
staff  who  are  looking  forward  to  a 
1.75  per  cent  rise. 

There  appears  to  be  no 
difference  in  pay  rises  between 
full-  and  part-time  retail  staff  this 
year,  despite  fears  that  younger 
workers,  especially  Saturday  staff, 
would  be  suffering  pay  cuts. 


Many  companies  whose  basic 
rates  were  over  the  NJIC 
minimum  gave  no  increase  to 
staff  in  1993,  and  may  not  do  so  in 
1994. 

Dispensers  have  been  able  to 
ask  for  above  inflationary  in- 
creases in  recent  years,  as  this  has 
been  from  a  low  base,  says  the 
report.  This  is  expected  to 
continue.  But  of  those  wage  rises 
already  set  for  1994,  these 
averaged  1.8  per  cent. 

These  results  came  from 
research  conducted  by  Reid 
Consultants  of  West  Lothian  in 
conjunction  with  Green  Phar- 
macy Consultants. 


Mediphase  change  hands 


A  majority  stake  in  Mediphase, 
the  prescription  endorsement 
software  company,  has  been 
bought  by  Pharmaceutical  Mar- 
keting Services  Inc  (PMSI),  an 
international  player  in  the 
healthcare  data  field. 

The  acquisition  comes  just  as 
Mediphase  are  about  to  launch 
their  Highway  dispensary  system, 
which  could  allow  prescription 
data  to  be  transmitted  elec- 
tronically to  the  Prescription 
Pricing  Authority. 

PMSI  would  not  disclose  terms 
ot  the  deal,  which  comes  at  a 


crossroads  in  their  UK  histon,'. 

Their  sister-company,  Walsh, 
are  on  the  PPA's  shortlist  of 
providers  of  data  capture  services, 
such  as  PACT  data. 

There  will  be  no  management 
changes  at  Mediphase. 


Seton  buy 
Medised 

Seton  Healthcare  have  added 
more  weight  to  their  over  the 
counter  portfolio  with  the  ac- 
quisition of  Medised  from  Mac- 
arthy  Laboratories  for  £3.5 
million  cash. 

Sales  of  the  children's  cold 
preparation  reached  £725, OOO  in 
the  12  months  to  June  30. 

This  is  Seton's  second  para- 
cetamol suspension  for  children. 
They  already  own  Cupanol, 
although  MedLsed  al.so  contains 
an  antihistamine. 

According  to  Seton's  mar- 
keting manager,  Adrian  Lind- 
ridge,  the  company  hopes  to 
complete  market  research  with 
both  pharmacists  and  consumers 
before  outlining  its  plans  for  the 
brand. 

A  promotional  campaign  will 
follow,  largely  on  the  lines  of  the 
Cupanol  one,  he  says.  This  may 
include  money-off  coupons  in  the 
mother  and  baby  Press. 

This  acquisition  follows  a 
stream  of  OTC  product  buys  in 
the  last  seven  months.  Seton's 
newest  products  include  Crooke's 
Asilone,  six  brands  from  Smith- 
kline  Beecham  and  a  further  five 
from  Napp. 


Unichem'.s  second  Tamily  Day  Iradt  show  for  1994,  htid  at  Alton  Towers, 
was  attended  by  around  2,000  pharmacists  and  their  famiHes  and  SO 
manufacturers.  The  Unichem  stand  look  over  C20, 000  worth  of  orders 


Numark's  plans 

Numark  hope  to  unveil  their 
restructuring  plans  on  Sep- 
tember 2  following  a  meeting 
of  their  wholesaler  share- 
holders on  July  20. 

ABPI  director  leaves 

Dr  John  Griffin  has  stepped 
down  as  director  of  the 
Association  of  the  British 
Pharmaceutical  Industry  after 
ten  years  of  service.  The  ABPI 
has  not  yet  named  a  successor. 

Multilex  renamed 

Exeter  Data  Base  Systems  have 
changed  their  name  to  Multilex 
and  are  set  to  expand  into 
France  and  Germany  in  col- 
laboration with  the  Depart- 
ment of  Trade  and  Industry. 
They  develop  computer  sys- 
tems for  pharmacists  and  GPs. 

Fisons'  core 

Fisons  have  completed  their 
focus  on  pharmaceuticals  and 
scientific  products  with  the 
disposal  of  their  horticulture 
business. 

Nichol  expand 

Nichol  Beauty  Products,  man- 
ufacturer of  aerosol  and  liquid 
products,  have  officially  op- 
ened a  new  40,000  sq  ft 
distribution  and  warehouse 
complex,  and  a  processing  area. 


AAH  in  hospital 

AAH  Hospital  Service  have 
expanded  their  portfolio  after 
being  appointed  distributor  for 
Gensia  products. 

Nomad  overseas 

Canadian-based  Manrex  have 
signed  an  agreememt  with 
Surgichem  to  become  the  sole 
distributor  of  Nomad  mon- 
itored dosage  systems  in 
Canada,  Australia  and  New 
Zealand. 

SB's  Famvir  in  US 

Smithkline  Beecham  have  re- 
ceived approval  from  the  US 
Food  and  Drug  Administration 
for  Famvir,  their  antiviral  drug 
for  shingles. 

Zovirax  in  US  ^ 

Upjohn  and  Wellcome's  US 
subsidiary.  Burroughs  Well- 
come, will  co-promote  Zovirax 
into  the  US  antiherpetic  mar- 
ket. Burroughs  Wellcome  will 
benefit  from  Upjohn's  1,400- 
strong  sales  force. 

Sunday  trading  ' 

The  Sunday  Trading  Act  has 
received  the  Royal  Assent  and 
will  take  effect  from  August  26 
this  year.  Pharmacies  are  among 
shops  allowed  to  open  all  day 
on  Sundays  for  the  sale  of 
medicines. 
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Business 
training 
takes  pole 
position 

Derby  pharmacy  managers  are 
taking  advantage  of  training 
grants  to  put  them  through  the 
National  [Pharmaceutical  Assoc- 
iation's distance  learning  busi- 
ness course. 

Six  managers  and  their  group's 
managing  director,  Harry  Wilson, 
have  secured  grants  from  their 
local  Training  and  Enterprise 
Council,  which  cover  half  of  the 
costs.  Normally,  each  of  the  four 
modules  would  cost  £75  or  £199 
for  the  set. 

If  the  managers  successfully 
complete  all  four  modules  within 
the  18-month  target,  they  will 
receive  a  cash  bonus,  says  Mr 
Wilson. 

The  Derby  team  have  already 
completed  the  first  module 
(Marketing)  and  are  about  to  start 
the  second  (Dealing  with  people) 
before  moving  on  to  Finance  and 
Law. 

•  Another  business  training  in- 
itiative involves  an  NPA-approved 
retail  consultant  offering  his 
services  to  independents  in  the 
Midlands. 

Again,  a  TEC  grant  has  reduced 
fees  for  retailers,  this  time  by 
three-quarters,  to  £300. 

The  fee  covers  a  four-part 
approach,  says  Paul  Ford,  man- 
aging director  of  the  consultancy, 
Retail  Workshop. 

There  is  an  initial  business 
review  of  the  pharmacy,  which 
covers  everything  from  shop 
layout  to  selling  skills.  An  action 
plan  is  then  negotiated  to  correct 
any  problems,  with  follow-up 
visits  to  check  the  progress. 
Running  alongside  this  is  a  series 
of  ten  evening  seminars  held  for 
up  to  20  retailers  at  a  time. 

•  Retail  Workshop  are  also 
offering  a  series  of  one-day 
workshops  on  security  for  NPA 
members  only. 

These  will  be  held  on  29  days 
throughout  the  country  at  ven- 
ues including  Glasgow,  Cardiff 
and  Brighton. 


Pharm-Assist 
under  way 

The  Pharm-Assist  series  of 
evening  meetings,  sponsored  by 
Bayer,  has  now  kicked  off. 

The  40  meetings,  which  run 
until  December,  deal  with  cus- 
tomer relations  and  selling  skills, 
with  reference  to  the  potentially 
embarrassing  area  of  vaginal 
thrush. 

For  a  list  of  dates  and  locations, 
contact  AHA,  OTC  Management 
Consultants,  44  Elizabeth  Drive, 
Belmont  Park,  Wantage,  Oxon 
0X12  9YG.  For  pharmacists  and 


Essex  wholesaler 
widens  net 


An  Essex-based  distributor  hopes 
to  provide  national  coverage  by 
appointing  a  series  of  agents  to 
sell  its  range  of  toiletries  and 
confectionery  into  pharmacy. 

David  J  Hart  of  North  Weald, 
near  Epping,  plan  to  widen  their 
catchment  area  after  winning  an 
exclusive  UK  importing  and 
distributing  deal  for  Grether's 
blackcurrant  pastilles. 

These  will  be  sold  into 
pharmacies  alongside  a  selection 
of  the  company's  other  products 
including:  the  depilatory  Bikini 
Bare,  lipcare  product  Lipcote, 
Odal  and  Vademecum  mouth- 
washes. Cameo  make-up  kits  and 
Frisk  breath  freshener  capsules. 

Although  the  bulk  of  business 
(90-95  per  cent)  will  flow  through 
pharmacy,  some  will  be  sold  to 
drugstores  and  perfumery  out- 
lets, as  well  as  to  department 
stores. 

The  company  only  operates  in 
and  around  London,  but  a  full 


complement  of  agents  would 
ensure  nationwide  coverage. 
These  agents  would  be  self- 
employed  and  would  operate  on  a 
commission  basis. 

Agents  in  the  following  areas 
are  needed:  the  We.st  Country  (up 
to  the  West  Midlands),  Scotland, 
Wales,  the  far  north  of  England, 
southern  counties  (Kent,  Sus- 
sex), the  northern  Home  Coun- 
ties (Hertfordshire,  Bucking- 
hamshire, Bedfordshire)  and 
Yorkshire/Lincolnshire. 

Agents  have  already  been 
appointed  in  London,  Middlesex, 
Cambridgeshire,  Essex  and  East 
Anglia.  At  the  time  C&D  went  to 
Press,  an  agent  was  about  to  be 
signed  up  in  Northern  Ireland 
and  one  in  Shropshire. 

The  business  has  grown  from  a 
tiny  operation  working  out  of  half 
of  David  Hart's  garage  to  a  250  sq 
ft  business  unit  which  the 
company  has  operated  from  since 
May  this  year. 


Searle  have  been  awarded  "Investor  in  People"  status  by  Thames  Valley 
Enterprise  for  their  commitment  to  staff  development  through  training. 
Secretary  of  State  for  Health  Virginia  Bottomley  presents  Searle's  general 
manager,  David  Doodson,  with  the  plaque 


Coming  Events: 


assistants  that  cannot  make  the 
dates,  distance  learning  packs  are 
available. 


IC 


Homoei 
pharmacy 
courses 


The  Faculty  of  Homoeopathy  is 
running  courses  in  basic  homo- 
eopathic pharmacy  in  London 
and  Glasgow. 

The  three  and  a  half-day  course 
will  focus  on  dispensing  and 
counter  prescribing  skills.  Suc- 


cessful candidates  can  join  an 
intermediate  course  in  1995. 

The  courses  are  at  the  Royal 
London  Homoeopathic  Hospital 
and  the  Postgraduate  Medical 
Centre,  Glasgow,  in  September, 
October  and  November.  F'ees  are 
£275  to  include  literature,  re- 
medy kit,  refreshment  and 
associateship  fee.  Details  on 
071-837  2495  or  041-339  2786. 


Wednesday,  July  13 
Dudley  and  Stourbridge  Branch, 
RPSGB,  Sun  Awareness  meeting 
with  Dudley  Health  Promotion  Unit 
at  Medical  Services  Centre,  Corbett 


Glaxo 
reshuffle 

Glaxo  have  announced  a  series  of 
boardroom  level  moves,  just 
weeks  after  their  chairman.  Sir 
Paul  Girolami,  set  his  retirement 
date  (CtCD  June  25,  pi  116). 

Dr  Franz  Humer,  chief  op- 
erating director,  will  be  res- 
ponsible for  group  R&D,  manu- 
facturing and  quality  assurance, 
as  well  as  the  company's  Latin 
American  interests. 

Sean  Lance  will  be  responsible 
for  Glaxo's  European  operations; 
Neil  Maidment  will  look  after  Asia 
Pacific,  Africa  and  the  Middle 
East;  Robert  Ingram  will  be  in 
charge  of  the  US  and  Canada; 
while  Hiroshi  Konishi  will  look 
after  Japan. 

They  will  all  report  directly  to 
Sir  Richard  Sykes.  Glaxo  Hold- 
ings' deputy  chairman  and  chief 
executive,  when  they  take  up 
their  new  posts,  which  take  effect 
from  August  1. 

European 
analgesics 

Sales  of  over  the  counter 
analgesics  will  grow  healthily 
across  Western  Europe  as  gov- 
ernments use  OTC  status  to  cut 
healthcare  costs,  according  to  a 
Frost  &  Sullivan  report. 

The  market,  worth  $1.43 
billion,  is  set  to  grow  to  over  $2bn 
by  2000. 

In  1993,  aspirin  held  a  37.1  per 
cent  lion's  share  of  the  OTC 
painkiller  market.  Paracetamol 
achieved  a  25.1  per  cent  share, 
followed  by  ibuprofen  with  7.7 
per  cent,  ketoprofen  with  0.8  per 
cent  and  phenazone  with  0.2  per 
cent. 

The  smaller  shares  of  some  of 
the  analgesics  reflect  their 
limited  availability,  with  keto- 
profen, for  example,  only  avail- 
able over  the  counter  in  Italy  and 
Finland. 

The  .report  forecasts  slow 
growth  for  this  sector  because  it 
is  characterised  by  strong  brand 
loyalties.  For  more  details  ring 
071-730  3438. 


Hospital,  Stourbridge,  7.30  for  8pm. 

Advance  Information 
International  Frankfurt  Fair,  in- 
cludes perfumery  accessories,  Au- 
gust 27-31.  For  details,  tel:  (010  49) 
69  7575  6364. 

The  British  Institute  of  Regulatory 
Affairs  is  holding  a  training  day  on 
"Labelling  and  Leaflets"  at  the  New 
Connaught  Rooms,  London,  on  Sep- 
tember 8.  For  details,  tel:  071-499 
2797. 

Society  for  Medicines  Research  is 

holding  a  symposium  on  "Schizo- 
phrenia" on  September  15  in  the 
Charing  Cross  &  Westminster  Medi- 
cal School,  London  W6.  Further  de- 
tails from  Barbara  Cavilla,  SMR  Se- 
cretariat, tel:  071-581  8333. 
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ON  THE  MAP 

CHEMISTS'  SUNDRIES 


mEdiElitE  pit 

NATIONAL  DISTRIBUTORS 
081  841  4144 

Bruun,  Philips,  Pifco/Carmen,  Remington/Clairol  plus 

Diiracell,  Fuji,  Kodak,  Ilford,  Polaroid,  Halina  plus 

•ni/'i-lilivi-  firn  rs  S:  /unnij 

Tel:  081  841  4144.  Fax:  081  841  8390 


Acme  United  Limited 


The  world's  largest  manufacturer  of  nail  and  cuticle 
scissors.  Our  range  also  includes  nail  files,  tweezers, 
and  a  host  of  other  manicure  accessories. 

Surmanco  Division,  15-33  Cavendish 
Street,  Sheffield  S3  7SA 
Telephone:  (0742)  720256. 
Telefax:  (0742)  751051 


The  complete  range  of  baby 
accessories  —  the  new  friend 
for  Mums  and  Babies  alike 
available  only  from: 

ESTCHEM 
WHOLESALE 
SUPPLIES  LTD 

Estchem  House,  Leestone 
Road,  Sharston  Industrial 
Estate,  Wythenshawe, 
Manchester  1V122  4RN 

Tel:  061-428  9433 
Fax:  061-428  0583 


KNIGHTS 
FRAGRANCES 

*  f'arcfiilly   selected  tnp-sclling 

fragrances 
*  (  (impetitive  pricing  policy 
■k  FAST  delivery 

♦  l  ull  line  .service  —  short  line 

prices 

HOT-LINE  021  477  4646 
NOW  AVAILABLE 

471  I  Products 
C'oppertone  Suntan 

Preparations 
Pagan  Cr)logne  sprays 


Sabona  —  THE  COPPER  BRACELET 


Maddox  Readers  —  Reading  Glasses 
Body  System  —  Loofahs  Bath  Products 
Natural  Sponges 

Maddox  Health  &  Beauty 

32  High  Road,  E.  Finchley,  London  N2  9PJ 
Tel:  081  883  1009.  Fax:  071  409  2958 


NATURAL  SPONGES 

•    I,    I    M    I    r    1£    D  • 


TELEPHONE  FOR 
DETAILS  OF  OUR 
FINE  RANGE  OF 
SPONGES  AND 
LOOFAHS 

AT  LEAST  50%  P.O.R. 
IDEAL  IMPULSE  BUY 

0536  402  474 

or  take  advantage 
of  our  FREEPOST 
service, 
FREEPOST 
NH4204 
Corby 
Northamptonshire 
NN17  1BR 


SUNGLASS 
IMPORTER 
Make  MONEY  while 
the  sun  shines 

YOUR  QUALITY 
SUNGLASS  SUPPLIER 

SEASON'S  CLEARANCE 
CLOSING  DOWN  SALE 

081  961 
9999 

Sec  our  ad  (in  Page  69 
lor  details  of  our  superb 
starter  pack 
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Cancellation  deadline  10am  Friday;  one  week  prior  to  insertion  date 

Display/Semi  Display  £25  per  single  column  centimetre,  min  3x1 

Box  Numbers  £10.00  extra.  Available  on  request. 

All  rates  subject  to  standard  VAT 

Publication  date  Every  Saturday 

Copy  date  4pm  Tuesday  prior  to  publication  date. 


Post  to  Classified  Advertisements,  Chemist  Si  Druggist, 
Benn  Publications,  Sovereign  Way,  Tonbridge,  Kent  TN9  IRW 
Tel:  Tonbridge  (0732)  364422  Telex  95132  Fax  (0732)  361534  or 
Ring  Stuart  Bourne  0732  377322  for  further  information 


APPOINTMENTS 


your 
future 


bright 


ours? 


LLOYDS  CHEMISTS 


PHARMACY  MANAGERS 


We  pride  ourselves  on  recognising 
professionalism  and  potential.  With  over 
87t)  pharmacies  in  our  21st  year,  there  are 
unrivalled  career  prospects  for  those  who 
want  to  be  part  of  a  dynamic,  successful 
company.  We  are  looking  for  motivated, 
innovative  pharmacists  capable  of 
developing  a  pharmacy  that  provides 
effective  care  for  the  community. 

Vacancies  currently  exist  in  the  following 
areas,  but  we  also  maintain  a  register  from 
which  we  fill  positions  as  they  occur. 


*  Newmarket  *  Rotherham  * 
★  Bristol  ★  South  Wales  ★ 
•k  Devon  *  Liverpool  * 

.\  I'ompetitive  benefits  package  is  (}n  offer 
for  tlie  right  pcciple.  .Salary,  profU-llnked 
bonus,  201  (lisMiunt,  a  secure  pension 
scheme,  free  private  healthcare  arid  25  days 
holiday. 

To  ensure  your  future  is  as  bright  as  ours, 
contact  Sandra  Williams,  Lloyds  Retail 
Chemists,  Manor  Road,  Mancetter, 
Alherstone,  Warwickshire  CV'9  IQY  or 
telephone  her  on 

0827  7i;!990 


Cox  8i  HODinson 
Chemists  Ltd 


Due  to  the  continued  expansion  and 
development  of  our  company  we  are 
looking  for  dedicated  professionals  to 
work  alongside  our  current  management 
team  in  the  following  positions: 


Northants 

Manager  of  sole  pharmacy 
in  this  attractive  small  town. 
Would  suit  lively,  caring 
personality  who  is  keen  to 
work  in  a  close-knit 
community. 


Milton  Keynes  & 
Banbury 

One  full  or  two  part-time 
relief  Pharmacists  to  cover 

in  these  areas. 
Would  suit  newly  registered 
looking  to  gam 
experience. 


Apply  to  John  Chadwick 

Cox  &  Robinson  (Chemists)  Ltd 
Phoenix  House,  1  Market  Square, 
Stony  Stratford,  Milton  Keynes  MK11  1BE 

Tel:  0908  26281 1  (day),  0234 881 329  (eve) 


WADEBRIDGE, 
COR.NWALL 

Pharmacist  required  to  assist  in 
busy  pharmacy  to  cover  mater- 
nity leave  from  August/Sep- 
tember for  several  months.  Full 
or  Part  time  considered.  Would 
suit  newly  qualified. 


Please  telephone  0208  812760 
(vvorii);  0208  813133  (home). 
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Experienced 


mnser 


required  for  busy  and 
friendly  independent 
phiarmacy  in  Nortfi 
Oxford. 


Tel:  0865  515054 


Dispensing 
Assistant 

with  counter 
experience  required 

for  community 
pfiarmacy  in  North 
West  London.  Good 
rate  of  pay. 

Tel:  081  445  2448 

(after  8pm) 


SOUTHAMPTON  AREA 

Pharmacy  Manager 
Required 

for  easily  run  rural 
pharmacy.  Good  hours, 
conditions  and  excellent 
supporting  staff.  Newly 

registered  welcome. 

Tel:  0860 
815541  anytime 
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AGENTS 


BUSINESS  WANTED 


AGENTS  WANTED 

Agents  required  for  natural  health  and 
aromatherapy  products.  Significant 
corrimission  most  areas. 

Apply  in  the  first  instance  to: 

SUMMERBEE  PRODUCTS 

Windsor  House,  Lime  Avenue, 
Torquay,  Devon  TQ2  STL 


AGENTS  WANTED 

Calling  on  Chemists,  Health 
Shops,  Drugstores  —  all  areas 
(except  London),  in  particular 
Midlands  and  North.  Excellent 
range  of  products. 

Tel:  081  883  1009 
Maddox  Health  &  Beauty 


SANTO 


PRODUCTS  LTD 


SALES  AGENTS 

Experienced  Sales  Agents  selling  to  Chemists,  Drug  Stores 
and  Health  Stores  required  for  the  following  areas:  Glasgow, 
Avon  &  South  Wales,  South  West,  South  East,  London 
North  &  Central,  Norfolk,  Suffolk,  Essex.  Good  Commis- 
sions paid.  Well  advertised  products. 

Standard  House,  1-2  C  hurch  Way,  Edgware,  Middlesex  HAS  9AA 

TEL:  081  381  2536 


BUSINESS  FOR  SALE 


NEWTONS  Laboratories  for  Sale 

This  established  company  markets  and  distributes  a  small 
range  of  cosmetics  and  footcare  products  through  the 
chemist  whole.salc/retail  trade  and  by  mail  order. 
Although  small,  it  is  very  much  a  going  concern,  it  is  well 
known,  it  has  an  excellent  established  name  in  the  chemist 
trade  and  its  products  arc  known  as  long  lasting  and  effective 
"traditional"  remedies. 

Because  two  other  divisions  of  the  parent  company  are  going 
through  rapid  growth,  the  directors  have  decided  to  sell 
Newtons  Laboratories  and  are  inviting  offers  for  the  busmess 
as  a  going  concern. 

Interested  parties  (principals  only)  please  write  or  fax  your 
name  and  address  and  we  will  send  you  more  details. 
NEWTONS  Laboratories,  111-113  Wandsworth  High 
Street,  London,  SW18  4HY,  Fax:  081-877  1384 


ALLIANCE  VALUERS  & 
STOCKTAKERS 

Telephone  Harrogate  (0423)  531571 

SPECIALISTS  IN  ACCURATE  STOCKTAKING 
AND  THE  SALE  AND  VALUATION  OF 
PHARMACIES  NATIONWIDE 

Broad  range  of  Pharmacies  for  sale  —  many  never  advertised. 
Please  phone  for  details. 


LOCUMS 


Provincial  Pharmacy 
Locum  Services 


We  have  over  3,000  pharmacists 
registered!  Plus  expenence  of  handling 
over  100.000  bookmgs  NATIONWIDE! 

OUR  BUSINESS 

Place  your  locum  problem  in  the 
hands  of  our  experienced  co  ordinators 
We  will  inform  you  the  moment  cover 
IS  found  We  leave  you  to  get  on 
with  doing  what  you  do  best, 
running  your  business. 

PLEASE  CALL  NOW! 


{EDINBURGH 

[031  2290900^ 


I  NEWCASTLE 
091-2330506 


SHEFFIELD 
0742-699937 


CARDIFF 
0222  B491 


BIRMINGHAM 

021-2330233 


EXETER 
0392422244 


LONDON 

0892-5159631 


UK  PHARMACY 
LOCUM  AGENCY 

On  call  24  hours  a  day,  7  days  a  week 

Nationwide  services  available. 
Extremely  competitive  rates. 

LOCUMS 
URGENTLY  NEEDED 

Telephone  LORRAINE  on 
021  434  5500  or  0836  320562 


FRANK  G  MAY  &  SON 

Maidstone 
0622  754427 

Hie  locum  agency  in  the  South  Kast. 
Hooking  fee  oniy<£  10  per  day.  No  fee  to  locum. 
New  locLims  welcomed. 
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|H^RI\AA^Y  COMPUTER  SYSTEMS 


PRODUCTS  AND  SERVICES 


THE  PROPHET  2000  -  EPOS 

An  Economical  Hlectromc  Point  of  Sale  computer  system  with 
counter  intelligence.  Many  new  fetitures  at  a  pnce  you  c;ui  aftord 
and  should  recover 


THE  ALCHEMIST  3000  -  PMR 

ITie  popular  dispensary  computer  system  witli  all  you  want  and  yet 
is  still  easy  to  use  Willi  Alchemist  you  can  have  an  excellent 
quality  system  without  {laying  Uirough  the  nose  -  special  upgrade 
pnces  also  apply 


Individually  they're  unique 
Put  them  together  and  prepare  to  be  amazed. 

If  you  tire  currently  paying  too  much  maintenance  we  can  help 
Example:-  a  year's  complete  cover  for  Alchemist  is  only  £340 


rmacy  I  echnology 


Tel:- 
0772  -622839 


PACE  peta 


LABELLING 
SYSTEMS 


THE  BETTER  LABELLING  & 
RECORD  SYSTEMS 


•  Faster 

•  Guaranteed  Security 

•  More  Features 


•  Simpler 

•  Free  Credit 

•  Low  Price 


No  one  has  more  experience. 
Don't  buy  without  first  seeing  a  Pace  Beta 
demonstrated  in  YOUR  pharmacy 
•  Available  for  one  months  trial 
For  details  and  a  free  demonstration 
Telephone:  061-941  7011 
37  Stamford  New  Road,  Altrincham  WA14  1EB 


Three  Items  Far  A  Tot^l  Cure! 


PILLS  -  Patient  Medication  Records 
Checkout  -  POSHH  EPOS 
Ob-serve  -  Book  keeping  package 

Hadley  Hutt  Computing  Ltd, 
George  Bayliss  Road, 
Druitwich, 
Worcs.  WR9  9RD 

Telephone:  0905  795335  c™cTo™ 
fax:  0905  795345 


OWN  YOUR  OWN 
PHARMACY 

No  Strings  attached. 


Finance  the  purchase  of  a  new 
|)harmacy  or  re-finance  an  existing  loan 
-  with  no  trading  ties. 

Numark  has  negotiated  competitive 
terms  from  )oint  Stock  Banks  to  provide 
attractive  financing  deals  to  independent 
pharmacists. 

For  full  details  of  the  scheme  and  an 
application  form,  you  are  invited  to 
contact  the  address  below. 


Finance 

Keeping  independents  independent 


W  A  L  B  R  O  O  k 


Retail  Services  Department,  Numark  Management  Ltd., 
5/6  Fairway  Court,  Amber  Close,  Tamworth,  Staffs  B77  4RP.  Tel:  0827  69269. 


VIDEO  SECURITY 


FROM  ONLY 

£245 

FREEPHONE 


0800  393843 

n    FOR  OUR  LATEST  CATALOGUE 

FASIT  SECURITY  LTD 


The  UK's  leading  supplier  of  low  cost  easy  to  install  video 
surveillance  systems  for  independent  retailers. 


TO  ADVERTISE  IN  THIS 
SECTION  PLEASE  TELEPHONE 
CAROLINE  GREENWOOD 
ON  0732  377322 
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SECURITY  SYSTEMS 


SHOPFITTINGS 


ALARMS  and  SECURITY 
CAMERAS 

Tel:  081  316  5627  (24hr) 

16  Warren  Lane,  London 
SE18  6BW 


SHOPFITTINGS 


6f|opri7fiNc; 


FROM  LOW  COST  PERIMETER  SHELVING  TO 
UPMARKET  PERFUMERY  SHOWCASES  TRADITIONAL 
OR  CONTINENTAL  DISPENSARIES 


CONTACT  MARTIN  BAGG  FOR  A  COMPLETE 
SHOPFITTING  SERVICE  FOR  THE  PHARMACIST 


0392-216606 


Businesslink 

A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


EXCESS  STOCK 


TRADE  LESS  30%  -  Zofran  injection 
5x4ml  (exp  1 1/94).  Tel:  0268  794449. 

TRADE  LESS  15%+VAT  -  Cenotrnpin 
16iu,  Kabivial  mulfidose  3  cartridges. 
Tel:  0247  822i:iO. 

30X28  SINEQUAN  25IV1G  -  25x30  Well- 
dorm  tabs,  8x56  Urgactil  25mg,  20x100 
Alu-caps  6x30.  Nolvadex  lOmg,  13xl0f» 
Trasicor  80mfi,  3xHK)  Trasicor  160mg, 
10x30  llollister  7164.  Tel:  071-722  5221. 

TRADE  LESS  20%  -  76  Sandimmun 
KK)ml  (exp  2/97),  trade  less  50%  250 
Equanil  4fK)mg  (exp  9/94)  plus  others. 
Tel:  0352  752050. 

TRADE  LESS  50%+ VAT+ POSTAGE  -  58 
Grisovin  tabs  135mg  (exp  11/94),  20 
Inderal  tabs  40mg  (exp  9/94),  25  Hypo- 
vase  2mg  tabs  (exp  11/94),  .30  (Jorgard 
80mg  tabs  (exp  7/94),  83  llormonin  tabs 
(exp  8/94),  Tel:  081  684  1352, 


TRADE  LESS  40%■^VAT+ POSTAGE  -  Be 

cotide  Rotacaps  4(X)mcg  1x100  (exp  8/ 
94),  3x100  (exp  1 1/94),  2x100  (exp  2/95). 
Tel:  0594  542517. 

TRADE  LESS  30%+VAT  -  20  Simpla  S4, 
30  Holllster  7328  urostomy  dram  tubes, 
120  Hollister  7418  urostomy  pouches. 
Tel:  0272  776941. 

TRADE  LESS  30%+VAT  -  1x10  Conveen 
bags  S175,  7x10  Conveen  bags  S150,  9 
boxes  Urotainer,  sodium  chloride,  Fil- 
mated  gauze  swabs  10cm2.  Tel:  0787 
476646 

TRADE  LESS  50%  -  60  U)xapac  lOmg  (exp 
8/95),  90  Lim  Bitrol  5mg  (exp  7/95).  52 
Clinoril  2fK)mg  (exp  6/96),  32  Anturan 
KK)mg  (exp  10/95),  28  Oruvail  lOOmg 
(exp  11/95),  16  Pepcid  40mg  (exp  1/95), 
44  Procainamide  Hurules  (exp  1/95).  Tel: 
0532  645123. 

TRADE  LESS  30%+VAT+POSTAGE  -  5 
Comfeel  protective  film,  30  Dansac  com- 


Specialists  in  Piiarmacy  Pianniiig 


FREE  PLANNING,  QUOTATIONS  & 
MERCHANDISING  ADVICE 

0602  42042 1 

design,  installation,  service 

U  K  Agent  for  SYSTEMMEP  and  COLOURBOX 

MEP  House,  Croydon  Road,  Radford,  Nottmgfiam  NG7  3DS 


The  Complete  Shopfitting  System 


Custom  made  Dispensaries  and  Medicine  counters  at 

0%  FINANCE 

We  can  also  offer  you  a  total  refit  package  using  leading 
makes  of 

Shelving  at  Discount  Prices 

We  will  endeavour  to  beat  any  genuine  quotation! 

For  a  free  Design  Consultation  contact: 
Graham  Carty 

INTERPLAN  RETAIL  SYSTEMS  LTD 

on 

0733  320  353  (24  hrs) 


Representatives  in  London,  Peterborough,  Leeds, 
Birmingham  and  Newcastle 


bimicro  22038- 13()(),  2x30  Coloplast  S830, 
1x300  Coloplast  filtrodor,  2x30  Hollister 
2163, 30  Conveen  Unsheath  S205.  Tel:  0472 
602198. 

TRADE  LESS  50%  -  Synacttien  depot  1ml 
(exp  12/94),  trade  less  40%  Voltaroi 
injection  (exp  6/95),  trade  less  75%  l^r- 
gactil  50ml  (exp  9/94),  trade  less  40% 
Duraholin  25ml  (exp  11/95).  Tel:  0704 
28437. 

TRADE  LESS  30%+VAT  -  168  Oruvail 
20()mg,  4  Drogenil  250mg,  168  Voltaroi 
dispersible,  4fX)  Proviron  25mg,  100  Sa- 
bril  500mg,  all  well  in  date.  Tel:  0924 
264800. 

TRADE  LESS  30%+VAT+POSTAGE  - 

3x15  Hollister  3605,  2x15  3535,  1x15 
3565,  13x28  Tenomnin  LS.  Tel:  06973 
20236. 

TRADE  LESS  50%+ VAT  -  4x60  Retrovir 


250mfi  caps  (exp  5/95).  Tel:  071-837 
5753. 

TRADE  LESS  30%+VAT  -  45  Burinex 
5mg,  4x5ml  injection  STD  3%,  62  Til- 
diem  retard  90,  100  Beta-Cardone  40mg, 
78  Artane  5mg,  70  Orhenin  250mg.  Tel: 
081-904  4197. 

TRADE  LESS  40%+VAT+ POSTAGE  - 
Newly  acquired  pharmacy  has  lots  of 
popular  excess  stock.  Tel:  0895  232876. 

TRADE  LESS  40%  -  Simplicity  closed 
SI  1340  2x30,  Simplicity  drainable 
S10340  1x30  Colodress  S807  1x30,  Con- 
veen sheaths  S130  1x30,  Conveen  bags 
S170  1x30.  Tel:  0222  465338. 

TRADE  LESS  25%+VAT+ POSTAGE  - 
4x30  Paverin  100,  lx7xl()0ml  Pentasa 
enemas.  .3x20x2ml  Pulmicort  respules, 
1x56  Krumil  forte,  2xlOx5ml  Hypnovel 
and  vanous  insulin.  Tel:  0742  361070. 


EXCESS  STOCK  CAUTION 

Pharmacists  arc  responsible  for  the  quality,  safety  and  efficacy  of 
medicines  they  supply.  In  purchasing  from  sources  other  than 
manufacturers  or  licensed  wholesalers,  they  must  satisfy  themselves 
about  product  history,  conditions  of  storage  and  so  on. 
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SHOPFITTINGS 


STOCK  FOR  SALE 


834077 


COMPREHENSIVE  DESIGN,  MANUFACTURE 
AND  INSTALLATION  SERVICE  FOR  THE 
RETAIL  PHARMACY 

KING  CHARLES  BUSINESS  PARK, 
OLD  NEWTON  ROAD,  HEATHFIELD, 
DEVON  TQ12  6UT 


sr[[iiiisi  riiiMi[i  siiffiniNi 


umm  [fi  4111 


l[IC[Sn«  RDW 

:  fl!:ii3  mm 


K  H  WOODFORD  &  Co  Ltd 

We  as  specialist  manufacturers 
and  installers  invite  you  to 
/elephone  us  on  0202  396272 
for  details  of  our  fully 
approved  equipmentforall... 

Dispensary  and  Pharmacy  fitting 


1 


LIBRA  DISTRIBUTORS 

ORWO  135-36  exposure 
Film  at  83  pence  only 

Telephone  now  for  extensive  price  list  on 

Kodak,  Fuji,  Polaroid  Films,  Gillette 
products  and  whole  range  of  Fragrances. 

TELEPHONE:  081  445  4164 
FAX:  081-445  1399 

IDEAL  HME  TO  GET  IN  FOR  PASSPORT 
PIC  TURES  -  FOR  A  FREE  DEMO  CALL  US. 


48  HOUR  DELIVERY  ^^^F 

PHONE:  081-906  8308 

30  DAYS  CREDFT                  li  £1 

1  ly  f           FAX:  081  906  8929 

LMJBB^^     Please  phone  for 

NEW  KODAK  GOLD 

NEW  GILLETTE 

100  ASA  24's  &  36's 

SENSOR  EXCEL  RAZOR 

@ 

@ 

Trade  less  20% 

£13.99  per  6 

DUREX  FETHERLITE  12's 

KENT  TOOTHBRUSHES 

@ 

@ 

£18.99  per  doz 

Trade  less  33% 

BRAUN  LADY 

PRO-PLUS 

SILKEPIL 

24's  48's  lOO's 

@ 

@ 

£22.95  each 

Trade  less  17'/2% 

PLUS  Our  20%  FREE  STOCK  OFFER  Continues  . . . 

You  only  have  to  ask!! 

(C&D  readers  only) 

Businesslink 

A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


£S  PER  PACK+VAT  -  NA  dressings  (UK 

stock).  Tel:  0983  522346. 
TRADE  LESS  40%+VAT+ POSTAGE  -  40 

Pro-Actidil,  1  Pragmatar  shampcK).  56 
Serenace  0.5mg,  44  Aldactide  50mg,  100 
Apresoline  50mg,  trade  less  30%+vat- 
+  postage  95  Haloperidol  5mg,  88  Betne- 
sol  tabs.  Tel:  081-428  4373. 

TRADE  LESS  20%  -  Hollister  ostomy  bags 
6.4cm  code  3535x5,  Hollister  bags  5.1cm 
2224,  Holligard  and  Seal  stoma  pouches. 
Tel:  0532  719644. 

TRADE  LESS  50%  -  Nebcin  injection 
40mg/ml  (exp  4/95),  trade  less  40%  9 
Calcitare  injection  (exp  4/96).  Tel:  0244 
379268. 

TRADE  LESS  40% ■^VAT■^ POSTAGE  - 
7x20  Seel-a-Peel  10cm2,  2x30  Aquadry 
freedom  SM  786268,  7  Hollister  medical 
adhesive,  trade  less  .30% +vat  + postage  1 
Loceryi  n.iil  lacquer,  94  Provera  lOOmg, 
67  Buspar  lOmg,  1x30  Megace  160mg. 
Tel:  0642  247384. 


TRADE  LESS  25%+VAT+POSTAGE  - 

Emflex  caps,  Ditropan  5mg,  Aquadry 
bags  750ml,  Aquadry  2Lbags.  Tel:  081- 
520  5820. 

TRADE  LESS  30%+VAT+POSTAGE  -  63 

Drogenil  tabs  (exp  10/95).  Tel:  0707 
659120. 

TRADE  LESS  30%■^VAT■^POSTAGE  -  30 

Hollister  31 13,  100  Concordin-5  5mg,  80 
Pentazin  2mg,  90  Imuran  5mg,  5  Kelfi- 
zine  W,  112  Securon  !60mg,  140ml 
Zinnat  125mg.  Tel:  0455  637765. 
TRADE  LESS  60%+ POSTAGE  -  9  Kona- 
kion  10  amps  (exp  12/94),  143  Exirel 
lOmg  caps  (exp  7/94),  60  Phyllocontin 
forte  (exp  7/94).  Tel:  0604  20008. 


FOR  SALE 


PORTABLE  OXYGEN  AV  230  ■  Hardly 

used  X120+postage,  Tel:  0384  77555. 
MEpiPHASE  486  PMR  LABELLING  -  and 

endorsing  system,  excellent  condition, 


under  maintenance  contract.  Tel:  0226 
207020. 

PARK  COMPUTER  SYSTEM  X2  -  full  spec 
system,  one  just  one  year  old,  other  two 
years,  both  3865X,  hardware  and  soft- 
ware £400  each.  Tel:  061-962  8228  or 
0270  212842. 

FREE  RIMMEL  STAND  -  Buyer  collects, 
excellent  condition.  Tel:  081-904  1514 
Wembley. 

JAGUAR  XJ220  -  Huge  1/12  scale  diecast 
model,  on  plinth  15"  long£99.95  postage 
free.  Tel:  0983  522346. 

PORCHE  944  TURBO  -  1991,  38,000 
miles,  velvet  red,  air  conditioning, 
leather  interior  factory  immobilizer,  ex- 
tremely quick,  bad  back  and  pregnant 
wife  forces  sale  £18K  ono.  Tel:  0836 
.554726. 

LIPOTREND  C  -  Complete  cholesterol 
screening  outfit,  full  instructions,  perfect 
working  order  £150.  Tel:  081-590  2214. 

PMR  LABELLING  COMPUTER  SYSTEM  - 

Good  condition  (includes  lots  of  utility 
software,  £500.  Tel:  0708  343087 
evenings, 

PULMO-AIDE  ESCORT  NEBULISER  - 

Rechargeable,  complete  with  recharge- 
able adaptor,  car  cigarette  lighter,  outlet 
and  all  accessories,  nearly  brand  new 
£120,  buver  collects,  Tel:  0206  240352 


Colchester. 
JRC  LABELLING  SYSTEM  -  3-4  years  old, 
under  maintenance  £375.  Tel:  0484 
420070. 

DISPENSARY  FRIDGE  -  24"xl8"x  18",  £50. 
Tel:  0204  883220. 


WANTED 


SANDIMMUN  50MG  CAPS  -  Recormon 

2000,  Imuran  25mg,  Desmospray,  Bio- 

trol  elite  32435,  Pulmicort  Respules 

0.25mg.  Tel:  081-539  1922. 
INTRON  A  3  MEGA  -  Zoladex  injection, 

Pulmicort  Respules,  Imigran  tablets, 

Maxepa.  Tel:  0624  673912. 
MAX  FACTOR  -  S/F  blush  powder,  pink  31. 

Tel:  0,582  21760. 
PHENOBARBITONE  CAPS  60MG  -  good 

shelf  life.  Tel:  0693  62473. 
6xl20ml  TOILET  LANOLIN  CREAM  - 

Sara  Lee  toilet  lanolin  cream.  Tel:  0580 

240333  ext  2374  or  bleep  121. 
MINILAB  -  Good  working  condition.  Tel: 

081-788  0414, 


ACCOMMODATION 


EAST  MOLESEY  -  To  let,  near  Hampton 
Court,  2  bedroom  house,  fully  furnished, 
£700  pcm.  Tel:  08 1-943  3567. 
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STOCK  FOR  SALE 


medieltte  pit 

&  BRAUN  JULY  SPECIALS 
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Prices  are  Nett  after  settlement 

E  &  oi; 

( lotuls  siilijiul  10  (irdiliihilily 

medielite  pic 

TEL  081-841  4144 


PLEASE  FAX  YOUR 
MESSAGE  ON 
0732  368210 


Frankland  &  Co. 


STOCKTAKEvRS  &  VALUERS 


219  ll.,invjn  Ro.ifl.  Bclj;i.wc.  Lcitcter.  LF-1  Si." 
(O")  (  11  !,(,',.")■)    (■.ir-.iniiie  (I)')  ni  blO.>a-f  Mobil 

SPECIALISTS  IN  PHARMACY  STOCKTAKING  NATIONWIDE 

BIG  ENOUGH  TO  COPE  SMALL  ENOUGH  TO  CARE 

Comprehensive  stocktaking  and  /)t;sinrs\  (ronsffr  wtvur 


SUNGLASSES 


.J  SUNGLASS  IMPORTER 


Make  MONEY  while  the  sun  shines 
RING  FOR  YOUR  FREE  BROCHURE 
081  961  9999 

Starter  Pack  —  1 10  exclusive  quality  sunglasses 

1 10  exclusive  quality  sunglass  cords 
1 10  exclusive  quality  sunglass  cases 

ALL  IN  FOR  ONLY  £101   All  in  delivered  to  your  doorstep.  LIMITED 

OFFER 

All  with  UV  400  Lenses.  All  conform  to  British  Standards. 
All  conform  to  USEDA  requirements 
SlINNYSPEX,  SUITE  404/405  CROWN  HOUSE,  NORTH  C  IRCULAR 
ROAD  (next  lo  WORLD  OF  LEATHER),  LONDON  NWIO  7PN 
l  ei:  081  961  9999 


TRADEMARKS 


File  Trade  Mark  set  out  below  was  assigned  on;  22  December 
1993  by;  E.I.  DU  PONT  DE  NEMOURS  AND  COMPANY 

to:  THE  DU  PONT  MERCK  PHARMACEUTICAL  CO 
1007  MARKET  STREET 
WILMINGTON 
DELAWARE 
19898 
U.S.A. 

Without  the  goodwill  of  the  business  in  the  goods  for  which 
the  Trade  Mark  is  registered 

I  rade  Mark  No;  Mark;  Goods  Specification; 

1290613  MANTADINE    Pharmaceutical  preparations 

included  in  Class  5 


Free  entries  in  "Business 
Link"  (maximum  30 
words)  are  restricted  to 
community  pharmacist 
subscribers  to  Chemist  <£ 
Druggist.  No  trade 
advertisements  will  be 
permitted.  Acceptance  is 
at  the  discretion  of  the 
Publishers  and  depends 
upon  space  being 
available. 

Send  proposed  wording 
to  "Business  Link"  using 
the  form  printed 
alongside. 

Appointments,  situations 
wanted,  and  businesses 
for  sale  will  be 
incorporated  as  lineage 
advertisements  under  the 
appropriate  Classified 
headings. 


To:  Business  Link,  CHEMIST  &  DRUGGIST,  Benn  House,  Sovereign 
Way,  Tonbridge,  Kent  TN9  IRW. 

('LEASE  COMPLETE  IN  BLOCK  CAPITALS 


Surname  

First  names  

Address  

 Postcode 

Personal  RPSGB  Registration  number  

Telephone  number  

Proposed  advertisement  copy  (maximum  '.M)  words) 
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Aboutpeople 


Popat  rak@s 
in  another 
£11J 


Veteran  fundraiser  Popat  Shah  of 
Pharmco  Chemist  in  Deansbrook 
Road,  Edgware,  has  raised  at  least 
another  £11,000  for  charity  in  a 
ten-mile  sponsored  walk  he 
organised  around  Potters  Bar  last 
weekend. 

The  first  £5,000  raised  will  be 
donated  to  the  British  Diabetic 
Association,  with  the  remainder 
giving  a  useful  boost  to  the  funds 
of  the  Oshwal  Community  Centre 
in  Potters  Bar. 

Some  140  walkers  sweated  it 
out  last  Sunday  to  complete  the 
course,  but  there  were  no 
casualties  despite  the  high 
temperatures.  Substantial  support 
was  provided  by  wholesaler 
Sigma  Pharmaceuticals  —  the 
managing  director  and  24 
members  of  staff  putting  their 
best  foot  forward. 

Over  the  past  18  years,  Mr 
Shah  has  raised  nearly  £230,000 
for  charity  and  has  bought  20 
guide  dogs  for  the  blind.  Pounds 
raised  from  last  year's  walk  went 
to  the  local  mayor's  charity 
appeal.  Although  Mr  Shah  has 
nothing  specific  in  mind  for  his 
next  project,  he  says  would  like  to 
help  arthritis  sufferers. 


Northumberland  bids  farewell 


Top  table  guests  at  the  retirement  dinner  included  (rear,  left  to  right): 
PSNC  secretary  Stephen  Axon;  Dr  Chris  Robinson,  chairman  of 
Northumberland  Health;  PSNC  chairman  David  Sharpe  and  (front)  Mrs 
Jacqui  Axelby,  chief  executive  Northumberland  Health;  Gawin  Dent,  the 
new  LPC  chairman;  and  past  chairman  Derrick  Melia 


Northumberland  Local  Pharma- 
ceutical Committee  recently  bid 
farewell  to  its  chairman  of  12 
years.  Derrick  Melia. 

Some  50  contractors  attended 
the  dinner  which  also  had  a 
distinctly  political  flavour,  with 
guests  from  Northumberland 
Health,  the  new  body  formed  by 
the  amalgamation  of  the  FHSA 
and  the  DHA  in  April. 

Although  Mr  Melia  has  had  to 
step  down  from  the  LPC  because 


he  is  no  longer  a  contractor  —  he 
was  managing  director  of  S 
Kirkup  (Chemists)  Ltd  until  the 
business  was  sold  to  Unichem  — 
he  will  remain  involved  in 
pharmaceutical  affairs.  He  has 
become  the  pharmacy  member 
on  Northumberland  Health. 

His  successor  at  the  LPC,  Mr 
Gawin  Dent,  is  delighted  with  the 
appointment.  "We  hope  to  con- 
tinue to  work  closely  together," 
he  says. 


Help  for  babies  with  hearing  defects 


Sponsorship  from  Milupa  has 
meant  that  Europe's  most 
advanced  hearing  unit  has  been 
able    to   open    at  Hillingdon 


Hospital  in  West  London. 

Experts  believe  that  as  many  as 
one  in  1,000  babies  are  born  with 
some  form  of  hearing  defect. 


With  premature  babies,  the  figure 
rises  to  about  10  per  cent. 

In  the  past,  the  disability  has 
not  been  diagnosed  until  two 
years  of  age,  when  little  can  be 
done  to  improve  matters.  Deaf 
infants  face  great  difficulties  in 
learning  language. 

Hillingdon  has  acquired  a 
special  auditory  response  cradle 
which  can  test  the  hearing  ability 
of  vei7  young  babies  in  the  space 
of  three  or  four  minutes.  A  range 
of  audio  signals  are  transmitted 
and  the  baby's  response  —  head 
turn,  startle,  etc  —  is  measured 
by  behavioural  reactions  on  a 
computer. 

The  screening  cradle  (pictured 
left)  is  easily  portable  and  fits  in  a 
standard  size  briefcase.  So  far  it 
has  been  used  to  screen  26,000 
babies. 

Very  small  hearing  aids  are 
available  which  can  be  inserted 
when  the  baby  is  between  three 
and  six  months  of  age. 


Appointments 


Mr  L  E  (Paddy)  Linaker  has 

accepted  an  invitation  to  join  the 
board  of  Fisons  pic  as  a 
non-executive  director.  He  has 
been  deputy  chairman  and  group 
managing  director  of  M&G 
Group  pic  since  1987,  and  is  a 
Fellow  of  the  Chartered  Institute 
of  Accountants. 

The  College  of  Pharmacy  Practice 
has  appointed  the  following  as 
officers  for  a  two-year  period:  Dr 
John  Farwell  becomes  chairman 
and  Dr  David  Anderson  vice 
chairman.  Ian  Sutcliffe  is  CPP 
secretary  and  Alan  Crabbe  the 
treasurer. 

Lyndon  Beardsley  has  been 
appointed  national  accounts  man- 
ager for  multiple  retail  pharmacy 
and  drugstores  at  Kodak's  con- 
sumer imaging  division.  He 
comes  from  Crookes  Healthcare 
where  he  was  account  handler 
for  Lloyds  Chemists.  Dawn 
Sutcliffe  is  appointed  trade 
marketing  manager  for  the 
chemist  sector  after  experience 
within  Kodak  in  planning, 
quality  and  marketing  roles. 

Alison  Williamson  has  been 
appointed  to  the  newly  created 
post  of  commercial  affairs 
manager  at  the  Proprietory 
Association  of  Great  Britain. 
Katy  Fitzsimon  is  promoted  to 
communications  manager,  while 
Gopa  Mitra  is  now  head  of  public 
affairs,  whose  responsibilities 
include  the  GP  project. 


Obituary 


It  is  with  deep  regret  tliat  the 
Proprietary'  Articles  Trade  Ass- 
ociation records  the  death  of 
Claude  Green  on  June  24  at  the 
age  of  83. 

Claude  was  secretaiy  of  the 
PATA  from  1965  to  1983  and 
returned  again  in  1986  to  help 
out  between  secretarial  app- 
ointments. He  finally  said  good- 
bye to  the  Association  in  1987 
following  a  period  serving  as  a 
consultant. 

He  was  instrumental  in  help- 
ing guide  the  case  for  the  Resale 
Price  Maintenance  of  OTC  med- 
icinal products  through  the 
courts  in  1970. 

His  friends  and  colleagues  at 
the  PATA  express  their  deepest 
sympathy  to  his  wife  Marjorie  and 
son  Michael. 


Mono  film  output  by  London  Scanning,  North  London.  Printed  by  St  Ives  (GilHngham)  Ltd,  Glllingham,  Kent.  Published  by  Benn  Publications  Ltd,  Sovereign  Way.  Tonbridge,  Kent  TN9  IRW.  Registered 
at  the  Post  Office  as  a  Newspaper  17/23/16s.  Contents©  Benn  Publications  Ltd  1994.  All  rights  reserved.  No  part  of  the  publication  may  be  reproduced,  stored  in  a  retrieval  system  or  transmitted  in  any 
.form  or  by  any  means,  electronic,  mechanical,  photocopying,  recording  or  otherwise  without  the  prior  permission  of  Benn  Publications.  Benn  Publications  Ltd  may  pass  suitable  reader  addresses  to 
'  other  relevant  suppliers.  If  you  do  not  wish  to  receive  sales  information  from  other  companies,  please  write  to  Derek  Shaw  at  Benn  Publications  Ltd. 
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The  definitive  report 
on  fragrances, 
cosmetics  and  toiletries 
maricets  from  the  numbei 
one  publisher  in  the 
personal  care  industry 

Complete  coverage  of  all 
product  categories  ^ 

350  pages  packed  with 
detailed,  up-to-date 
market  data,  in-depth 
analysis  and  complete 
market  forecasts 


NOW  AVAILABLE! 

THE  COMPLETE  REPORT  ON  THE  j 

y3.8  BnxiON 

^     UK  Beauty  & 
Personal  Care  Market 


SECTOR  COVERAGE: 

Women's  Fragrances 
Skincare  -  Suncare 
Colour  Cosmetics 
Hoircare  -  Bathroom 
Products 
^ntiperspirants, 
DoDdorants  and  Body 
ISprays  -  Men's  Toiletries 
Oral  Hygiene 
Nummary  of  Related 
Markets 


The  Benn  Beauty  &  Personal  Care  Products  Market  Report 
provides  the  most  comprehensive  and  detailed  analysis  of 
this  industry  ever  published  in  a  single  report. 

It  combines  the  latest  research  data  mth  an  in-depth  reinew  by  specialist  market 
analysts  and  detailed  forecasts  of  expected  market  trends,  its  sector-hy-sector 
analysis  identifies  retail  sales  trends,  the  hifih  growth  products,  the  brand  leaders, 
key  new  product  developments,  the  leading  advertisers,  distribution  trends  and 
much  more  -  for  every  product  category  in  this  huge  £3.8  billion*  market. 

*Note:  Expected  total  market  value  at  retail  selling  prices  for  1994. 


Please  Invoice  me  for  1  copy  of  The  Benn  Beauty  &  Personal  Care  Products  Report  at 

£375  and  send  me  a  copy:  Tick  Box 

Or,  Please  send  more  details  to:  Tick  Box  Q 

Name  Company  

Address  

 Postcode  

TVsl  

Return  Tot  Chemist  &  Druggist,  Benn  Publications  Ltd,  Benn  House,  Sovereign  Way, 
Tonbridge,  Kent  TN9  1RW.  Telephone:  0732  364422.  Fax:  0732  367065. 


(trying  is  Ibuleve-ing...) 


Ibuleve.  A  success  story  since  the  day  it  was  launched. 
Nearly  three  years  on,  it's  still  the  out-and-out  brand  leader. 

And  no  wonder. 

A  recent  survey  revealed  that  a  remarkable  9  out  of  10 
sufferers  from  muscular  and  rheumatic  pain  who  tried 
ibuleve  found  it  effective.  So  effective,  in  fiict,  that  95%  of 
new  purchasers  intended  to  buy  Ibuleve  again. 

Now,  our  biggest  ever  advertising  campaign  (including  over 
SI. 5m  on  TV  in  1994)  means  more  people  than  ever  will  be 
experiencing  the  pain  relieving  power  of  the  brand  leader. 
And  coming  back  for  more. 
Ibuleve.  Trying  is  believing. 
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IBULEVE 

IBUPROFEN  GEL 


Apply  directly  lo  (he  point  ofpaln 


PAIN 

RELIEF 

WITHOUT 

PILLS 


FOR  THE  RELIEF  OF  BACKACHE,  RHEUMATIC  &  MUSCULAR  PAIN  &  SPRAINS 

IBULEVE  I  i.ideniark  and  Product  Licence  lield  by  Diomed  Developments  Ltd..  Hitchin,  UK.  Distributed  by  DDD  Ltd.,  94  Rickmansworth  Road,  Watford.  Herts,  WD1  7JJ. 
Active  Ingredient:  Ibuprofen  BP  5-0%  w/w  Directions:  Ughtly  apply  a  ttiin  layer  of  tfie  gel  over  thie  affected  area.  Massage  gently  until  absorbed,  Wasti  fiands  after  use.  Repeat  as  required  up  to  thiree 
times  daily  Indications:  For  Itie  relief  of  backacfie,  rheumatic  and  muscular  pain,  sprains  and  strains.  Precautions:  If  symptoms  persist  for  more  tlian  a  few  weeks,  consult  doctor.  Not  recommended  for 
ctnildren  under  14  years  Patients  witti  a  liistory  of  kidney  problems,  astfima  or  aspinn  sensitivity  should  seek  medical  advice  before  using  IBULEVE,  Keep  away  from  broken  skin,  lips  and  eyes.  Not  to  be 
used  during  pregnancy  or  lactation  Keep  all  medicines  out  of  the  reach  ol  children.  Do  not  use  if  sensitive  to  any  of  the  ingredients. 
JFOR  EXTERt^JAL  USE  ONLrl  Legal  category  [P]  Packs:  Tubes  of  30g  (PL  01 73/0060),  price  C3,79, 


